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CASH IN ON COOLNESS AND COMFORT 


@ Fashion is playing right into your 
hands this season. Men want, and 
expect to get, cool, comfortable, col- 
orful sport shoes. They want variety. 
They can be sold more than one pair 
—for dress, for golf, for beach, for 
roughing it. 
Now You Can Afford Variety 


To help you cash in on this multiple- 
sales opportunity, we're stocking the 
greatest selection of top-ranking 
sports in our history—probably in 
anybody’s history. With our in-stock 
service to back you up on sizing and 
reorders, you can afford to display 
in your windows the wide range and 
variety of styles necessary to make 
all the profits that are due you. 


NATIONAL 
ADVERTISING 


Walk-Over Koolies, Rovers, Mocca- 
sin Bluchers, Rancho, Skol .. . all 
these fast-selling leaders will be ad- 
vertised in ten separate advertise- 
ments this Spring and Summer in 
LIFE and COLLIER’S. Doubling the 
magazine audience of last year. 


The exclusive, patented styles il- 
lustrated are: 


ROVER: York No. 4992 
KOOLIE: Broadway No. 4945 
RANCHO: Stadium No. 4985 


Write for complete sport catalog 
today. Geo. E. Keith Company, 
Campello, Brockton, Mass. 


MEN'S RETAIL PRICES '6” up: 
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SPRING comes first in the shoe 
window. 

Someone starts off with: 

“Tt’s Spring 

The boid is on the wing 
But that’s absoid 

I’ve always hoid 
The wing is on the boid.” 

Spring is such a mischievous elf, 
delivering a snow storm on the very 
day of a grand Spring promotion, 
prefaced by an advertising fanfare 
that costs thousands of dollars. But 
the calendar is moving in the right 
direction. Spring in San Antonio 
precedes Spring in Minnesota—but 
in fashion geography has nothing to 
do with the case. Spring costumes, 
Spring colors and Spring shoes may 
have a February flair the country 
over. 





Wanamaker’s, New York, swung 
wide it door to “that daft, delight- 
ful vernal visitor, Spring” with 
some of the following sonnets, 
which may have ideas for you in 
your store, wherever it is: 

“The flowers that bloom in the Spring, 


tra la, 
Have nothing to do with the case.” 


“A bulbous plant, the little crocus— 
Always first in Spring to pocus 
Head up.” 
“If Winter comes, can Spring be far 
behind?” 
“Spring beckons! All things to the call 





“The sun is warm upon my face 
Soft breezes skip about my collar 

And I know of a lovely place 
Where hyacinths are just a dollar.” 

“Came the Spring with all its splendor, 
All its birds and all its blossoms, 

All its flowers, and leaves and grasses.” 
“Spring rides no horses down the hill, 

But comes on foot, a goose-girl still.” 


. a 7 


Mi. T. COLEMAN of Abbeville, 
S. C., sends us a two-year subscrip- 
tion renewal in advance—to Feb- 
ruary, 1941—and writes: 

“I believe your records will show 
I have been a subscriber and reader 
of your Boot anp SHoE REcoRDER 
for 46 years—the length of time I 
have been actively on the road, sell- 
ing shoes.” 
W. J. CARTY, assistant buyer 
for the shoe department of the Den- 
ver Dry Goods Company, in charge 
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of the department during the long 
illness of Harry Teets, says: 

“The extreme shortage of good 
shoe men today is due to the fact 
that the industry isn’t being made 
interesting enough in point of po- 
tential financial returns. Like most 
other large shoe departments we're 
constantly endeavoring to bring in 
new blood but it’s a mighty difficult 
proposition to get good young men 
and keep them . . . a difficulty I 
don’t believe will ever be corrected 
until the ‘stakes’ in this business are 
raised. 

“We ‘break in’ a good many po- 
tentially fine shoe salesmen. The 
trouble is that they don’t stay in 
the business. When they look 
around and see men who have been 


in the business twenty or twenty- 
five years and who are still making 
only $25 or $30 a week, they decide 
they’re in the wrong business and 
turn to something else. 

“Just how we're to make shoe 
work more profitable to the average 
man I don’t know. But it’s certainly 
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something for the industry as a 
whole to think about.” 


* . * 


“*STEPPING ALONG” is a new 
radio broadcast, over WABC every 
Saturday evening at 9.30. It is 
sponsored by Dunn and McCarthy, 
Inc., of Auburn, New York, makers 
of ENNA JETTICK shoes; and it is 
rather significant that ENNA JET- 
TICKS were pioneers in radio 
broadcasting, then stepped off the 
air and now return with a feature 
called “Stepping Along.” 

The program features D’Artega 
and his orchestra, Jimmy Shields, 
tenor soloist, the Enna Jettick Seven 
choristers and Budd Hulick as mas- 
ter of ceremonies. Dick Morenus 
is the director. 


* . + 


EROME ALTSCHUL of Julius 
Altschul & Sons, Inc., took a trip 
down to South America for a vaca- 
tion that would take him as far 
away from the shoe business as pos- 
sible. Did he succeed? No! 
Neither can any other shoe man 
get away from his calling. 


No sooner had we greeted him 
upon his return when he said: “Shoe 
wearing is on the increase in South 
America. More and more the natives 
are wearing foot coverings, even 
though they may be only rubber 
tires cut down to a sole shape.” 

His observations were principally 
centered around shoes and he told 
of a pontoon bridge in Curacao that 
had two rates of toll—one for shoe 
wearers and one for bare feet. So 
the natives made it a point of tak- 
ing off their shoes and carrying 
them while crossing, resuming their 
shoe wearing on the other side— 
showing that they learn everywhere 
how to avoid and evade. 


GERALD D. GROSNER of Wash- 
ing ton, D. C., and chairman of the 
style committee of the National As- 
sociation of Retail Clothier and Fur- 
nishers, at the recent convention of 
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—Printers Ink Monthly in a recent 
issue says: 
"Styles speed more rapidly today than 

ever . 

“Where it once took six months for a 
style to cover the country, now it 
is a matter of two weeks.” 

—Fifteen short years ago Boot and 
Shoe Recorder had no fashion 
editors. 

—The subject of styles was a more 
or less simple one, could be 
planned well ahead, and was han- 
os by our regular editorial 


—Today, Boot and Shoe Recorder 
has five fashion editors—one in 
Paris, three in New York City, 
one in Holiywood. 

—These people are all recognized 
authorities on the subject of style, 
coordination of colors, ensemble 
effects and all that sort of thing. 

—They are essential to our render- 
ing a practical and authoritative 
fashion service to our merchant- 
subscribers everywhere. 

—For a style is quick to come and 
quick to go, and he who profits 
best is the one who can sense the 
“coming” and the “going” with 
the greatest degree of accuracy. 





that organization in Chicago, said: 
“This Spring, more than ever, style 
for the occasion is of vital impor- 
tance. We all know and expect that 
casual sports wear will be tremen- 
dous for Spring and Summer. But 
if we encourage it for business wear, 
formal wear and every other oc- 
casion, we will plant the seeds of 
our own undoing. When I say en- 
courage, I mean display the mer- 
chandise, recommend it and wear it 
ourselves. Our salesmen and we can 
create a tremendous influence in the 
right direction if we will be ex- 


tremely careful to wear the proper 
clothes for the occasion. 

“I realize that this is the age of 
comfort in men’s wear, the age of 
collar-attached dress shirts, the 
double-breasted dinner suit, the 
lounge pajama. But with it all, this 
still is an age where the public can 
and should dress for the occasion 
and still be comfortable. We have 
the facilities and the merchandise 
and it is up to us to present them 
properly to the public. 

“All of us know the proper 
things to wear. We all know the five 
basic wardrobes: business, dress- 
up, formal, holiday or leisure, and 
sports. Stick to these occasions, 
preach it and practice it—particu- 
larly this coming Spring and Sum- 


mer. 
~~ = = 


HRARRY SILVER of O'Connor 
& Goldberg, Chicago, says: 

“We are looking forward to one 
of our most successful men’s shoe 
seasons in years. Men are becom- 
ing more style conscious than ever 
before. They are looking for new 
things each season, instead of stick- 





ing to the same old styles. The 
increasing popularity of the sport 
ensembles and jacket and slack com- 
binations, even with the more con- 
servative men, makes all groups 
more susceptible to the second pair 
—or sport type of shoes. We also 
find that men are becoming more 
and more inclined to the substantial 
type custom shoes, the antiqued 
trims, and the heavier and sturdier 
patterns.” 
BRAY F. CUNNINGHAM, adver- 
tising manager of Curtis, Stephens, 
Embry Company of Reading, Pa., 
addressed the clubmen of the Ro- 
tarian Club and told them: 
“Corns and bunions are the bat- 
tle scars of human vanity. It is of 
vital importance that the shoes be 
fitted to the foot and not the foot 
be made to fit the shoe. If we do 
this, then in the near future, no one 
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can write about the battle scars of 
human vanity. 

“Strange as it may seem, man 
has come down through the ages, 
feet first; and his ability to carry 
himself upright has made it pos- 
sible to make very useful his pair 
of hands—so largely responsible for 
his superior development. 

“Do you realize that one-fourth 
of all the bones of your body are 
in your feet? Yes, 26 in each foot; 
52 bones in the pair—and 208 in 
the entire body. Shoes fitted too 
short jam up the forepart of the 
foot and do not permit the toes to 
function while walking. Short stock- 
ings, too, are injurious. 

“Shoes are the only apparel that 
can cause irreparable damage to the 
human body. Civilized man has the 
greatest percentage of defective feet 
—while in savage races the per- 
centage of perfect feet is greatest.” 











J. C. ASPLEY, president of the 
National Federation of Sales Execu- 
tives has dedicated the following 
poem to those thousands of execu- 
tives who cannot wrench themselves 
away from the outworn, bearded 
phraseology of their grandfathers 
and great grandfathers: 
“We beg to advise you and wish to state 
That yours has arrived of recent date 
We have it before us, its contents noted, 
Attached you will find, as per your re- 
quest 
The sample you wanted and we would 
suggest, 
Regarding the matter and due to the fact 
That up to this moment your order we've 
lacked, 
We hope you will not delay it unduly 
And we beg to remain, yours very truly.” 


HR. R. BUNTING, master shoe- 
maker and now organizing secre- 
tary of the Fashion Section of the 
Master Shoe Makers Association, 
Paris, says: 

“Lasts must be made to hold and 
keep the feet in position until the 
shoe is almost ready to be thrown 


away. Shoes must give a normal 
and firm support to the metatarsal, 
allow the proper circulation of the 
blood and not cramp the toes. Mod- 
ern woman walks, works and has 
trying social duties—whereas the 
heaviest tasks in the world are ac- 
complished by men, who have every 
right to demand fit shoe wear. 
There must be no fear of distorted 
feet or bunions in middle age. Since 
the vast majority of men and 
women cannot have made-to-mea- 
sure shoes, the time has come for 
manufacturers to discard the old, 
standardized lasts, built on mis- 
taken lines and accept the aid of 
master shoemakers, familiar with 
hundreds of feet through years of 
personal experiences and contact 
with clients, in working out and ob- 
taining lasts that are well-fitting, 
sensible and elegant in line.” 


* * - 


HEOW shoe clerks should treat 


customers. 


The man who boasteth thou must not 
deflate 

Or thou may jobless be at an early date. 

The man who strutteth thou must not 
upset, 

Or thou may lose thy shirt and lose thy 
bet. 

The man who chiseleth thou must not 
rebuke, 


w y : Ss - 
Ak = be 


" 


‘ 


Se 4 “ : * 
a cae > 


Or thy stern boss may class thee as a 
fluke. 

The man who shoppeth thou must not 
reprove, 

Or that same boss may hint that thou 
shouldst move. 

The man who wavereth and can’t decide, 

Thou must be patient with and never 


Or, though thy nerves be frazzled, rightly 
so, 

Thy boss may tell thee when and where 
to go. 

If thou wouldst keep thy job and dodge 
relief, 

Amongst all human angels be the chief! 

—J. Edw. Tufft 


7 o + 


SHOE stores can take a tip from 
the super-markets and cut down the 
cost of their advertising per cus- 
tomer contacted, 

When you run a prominent news- 
paper ad, arrange to have several 
thousand extra copies pririted up. 

Check over your card files and 
send copies out to all prospective 
customers. Leave a pile on the dis- 
glay counter. Hang a thousand or 
two on a ring outside the door. Re- 
sult complete coverage. 


"| knew something terrible would happen today. My first customer this morning 
came in for a high tan button shoe, 12'/, AAAI!" 
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F ormula for Successful Shoe Business, Ac- 


cording to George Schwab, Whose New Store 






in Westwood Village, Calif., Proved Profitable 






from the Start and Promises Future Growth 





Cleverly-arranged lighting in the modern 
manner makes the Schwab store outstanding 
at night and commands the attention of 
every passerby by its brilliant exterior. 














Good Shoes, Sound 
Merchandising - - - SERVICE 


UPPERMOST in the mind of George Schwab was the expanding Westwood Village section of Los Angeles. 











thought of operating his own shoe store, just as this is During the years of planning for his own store, 
the dream of nearly every capable young shoe store Schwab studied the reasons for success of the great 
manager and shoe buyer. names in shoe retailing. In every case, he discovered, 






With his carefully conserved assets as a backlog, his the foundation of these businesses was good shoes. 
groundwork in shoe buying, styling and merchandis- “Good shoes, good, sound merchandising practices, 
ing fully covered by an exceptionally good training, good service—why that’s all there is to the shoe busi- 
Mr. Schwab opened his new store early last Fall in the [TURN TO PAGE 40, PLEASE] 

















This simple, attractive 
and very effective interior 
arrangement has proved 
appealing to college folks, 
movie stars, and people of 
both wealthy and moder- 
ate means, all of whom 
comprise the clientele of 


this new store. 
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For setting sail on that cruise and as 
background for “his” farewell orchids, 
Georgia Carroll wears a tweed suit and 
hat designed by Helen Cookman. Dale 
Luggage. Finger Free Gloves. Both back- 
ground photographs taken on board the 
“Queen of Bermuda.” Courtesy of the 
Furness Bermuda Line. 





(Below.) Left, top to bottom: High- 
heeled spectator pump in alligator calf. 
(Samuels). Square toe and tongue, and 
grooved heel in alligator. (Pedemode). 
Right, top to bottom: Suede oxford with 
Dutch Boy heel. (Carlisle). Elasticized 
crushed kidskin with mass perforations 
for ventilation. (Walk-Over). 





ASHORE or AFLOAT 
OUR GIRL OF THE HOUR WILL WEAR THESE EIGHT TYPES 














(Above.) Left;-top to bottom: 
High heels, high color and 
smart details make this sandal 
of buffed pigskin adaptable to 
many occasions from lunching 
to cocktails and dancing. (Del- 
man). Plaid fabric, new and 
high style for Summer evening 
wear. Gold platform accented 
with matching nail-heads of un- 
usual workmanship. (Debutante 
Footwear, Inc.) 


For formal evening occasions, 

at home or abroad, Georgia 

Carroll finds this charming net 

dress a happy choice, (Lord & 
Taylor.) 


ere you see Georgia Carro!l in two Big Moments on 
her cruise vacation. She says good-bye to the boy 
she is leaving behind, and she gets acquainted with the 
boy who is taking the same cruise. And how charming 
she looks for both occasions! In her tweeds which will 
be useful for cool days all through the cruise and for 
many Spring days thereafter. And in her filmy, flow- 
ing evening dress which seems made for romantic nights 
afloat or ashore. 

In choosing the shoes for her tweed costume, our 
Girl of the Hour has made a point of having low- 
heeled spectator types—comfortable for walking, smart 
for spectating. Only one of the four has high heels and 
an open back and she will wear these shoes when she 
wants to give a touch of the dainty and feminine to her 
ensemble. The other three, low-heeled and in sturdy 
leathers, are ideal for the spectator sport costume. We 
can see them worn at the Spring races, for morning 
shopping and wherever tweeds are the order of the 





(Above.) Right, top to bottom: 
doeskin 
makes this a charming shoe to 


Draped wine color 


accent print dresses for 


formal evening wear. 


dress _ this 
opalescent 


draped  stepin 
kidskin is a 


style note. (Laird Schober). 


day. All four types will be ideal for country week-ends 
or casual town clothes when the cruise is ended. 
Summer evening are informal and gay and so are 
many cruise evenings. Shoe styles can be less conven- 
tional than in the Winter months, and cocktail types 
Adaptable 


pretly 


can be worn right through into the evening. 
clothes are the kind women like for Summer 
and charming and not too much trouble. It is the 
gypsy idea that is being stressed this Summer in some 
of the smart, new evening dresses. And the shoe that 
has that same lighthearted spirit is the shoe that catches 
the current mood. In materials, it is the suedes, kid- 
skins and fancy leathers and the bright fabrics—the 
stripes, flower prints and plaids—that strike the right 
note. 

Of course, there is also a place for more formal 


dresses—like the charming net Georgia Carroll wears 


in our picture—and then a monotone satin or kidskin 


sandal will be the perfect choice. 








( Andrew 
Geller). For the formal evening 





Dresses from Welles- 

ley Modes. Hats from 

Elliott Dushane. Bags 
from Gold Seal. 


GEORGIA CARROLL 


The Girl of the Hour in a tailored 
print dress with jacket. 


Shoes above: Airy oxford from Blue Ribbon Shoe- 
makers; classic pump from Natural Bridge Shoe- 
makers. In the photo at left: Dutch Type with 
platform sole from Brauer Bros.; elasticized stepin 
with platjorm sole and Talon fastener from Johansen. 








or SHOPPING pays in town 


Georgia Carroll Picks Shoes Like These 


Spore that one fine morning this week Georgia 
Carroll, our “Girl of the Hour,” walks into your 
store, shopping for Spring shoes. What types will she 
select to wear with her town clothes in the crowded 
hours from ten to six? 

Like thousands of other American girls and women, 
she has an active Summer ahead of her—two World’s 
Fairs and countless other activities—and she must be 
well-shod for all these occasions. 

For hoofing it around San Francisco’s Treasure 
Island or covering ground at the New York World's 
Fair (at the signs of the Trylon and Perisphere! ), she 
buys shoes that spell solid comfort—low heels and 
platform soles to act as cushions between her feet and 
the hard, hot pavements. To these she adds two tailored 
patterns with higher heels—a gabardine pump trimmed 
with calf and a calf and mesh oxford for coolness 
and chic. 

Then, with an eye to lunch and cocktail dates, she 
buys four dressy models—a patent and mesh oxford, 
a quilted and elasticized patent leather pump, an elas- 
ticized crushed kid sandal and a calf pump with nail- 
head trim. 

Eight shoes for eight crowded hours. And we like 
the shoes she has chosen. Don’t you? 


The Girl of the Hour in navy sheer with 
lace at neck and on hat. Shoes above: 
Opened-up oxford from  Colella-Milano; 
elasticized pump from Johnson, Stephens & 
Shinkle. And below, model with nail-heads 
on platform sole from Palter De Liso; and 
elasticized stepin from A. Garside & Sons. 


ak a sae 











GEORGIA CARROLL 

LIKES THESE SHOES 
FOR REAL SUMMER DAYS 
AT CLUB ork BEACH 


The all-white costume accented with brilliant 
accessory colors is one of the season’s smart- 
est Summer s‘yles. The pleated dress with 
soft shoulder treatment can be worn from 
nine to six with sport to dress shoes (Dress 
from Biltwell Blouse—Du Pont-Processed). 
The scarf on the high crowned hat matches 
the sash (Louise Sanders). 


Right, top to bottom: All-white kid san- 

dal with low heel from I. Miller. White 

lama calf walking oxford with tan trim 

and soft toe from Arnold. Dutch type 

tailored stepin in white with tan bindings 
from Florsheim. 


Left, top to bottom: Dressy sandal in blue 
felt with white felt platform and heel from 
Stone. Summery white oxford from Stetson. 


Right, top to bottom: Fashion-right stripes 
for wooden-soled clog from Beachcraft. Cute 
Dutch pattern, wooden sole, by A. Sandler. 

















nd last of all we take Georgia Carroll to the coun- 
A try for a week-end of fun and play. The shoes to 
go with her, she picks with care. For looking pretty 
or sporty—she takes walking, spectator and dressy 
types. They will look well with any light daytime dress 
like the one illustrated. With a simple change of shoes 
and accessories, a softly tailored dress, such as this, 
can be used for active, spectator or dress occasions. 
The ensemble can be all-white, white with one color, 
or white with multicolor, as shown here. The Girl of 
the Hour can hike, dance or sip cocktails on the club 
porch in one or another of these shoes. 

For the all-important play costume—for bathing 
suit, slacks and shorts, to mention only a few— 








Georgia Carroll assembles a colorful group of play 
shoes. Gay fabrics, picturesque patterns and an assort- 
are the ma- 
With 


terns, any woman can let her fancy run riot. She can 


ment of soles—rubber, cork and wood 


terials for these exciting creations. such pat- 
be Dutch, Chinese or American, just as she chooses. 
She can even wear some of these styles all through the 
afternoon with colorful or white “little girl” dresses. 

There is no end to the possibilities in the right kind 
of play shoes. And especially this year when color 
plays such an important part in the whole fashion pic- 
ture. For the shoe man who is a little cautious in the 


use of color, the play shoe field is his opportunity to 


experiment without fear of mistakes. 


Smart beach 
cloth with 


Left, top to bottom: 


sandal in rough peasant 












cork sole from Swan. Colorful. Monte- 
rey print in gay play shoe from Joyce 
Sturdy oxford with heavy crepe rub- 
ber sole in brilliant red and blue com- 
bination from U. S. Rubber. The 










dainty beach costume, shown belou 


is from Gabar in Arnotex Print. 


Jewelry from Leo Glass. 



































ed 


MERCHANDISE SOURCES 
WILL BE FOUND ON 


PAGE 38 


BOOT and SHOE RECORDER 
SELECTS THE SHOES THAT MEN THE 
COUNTRY OVER WILL WEAR THIS SUMMER 


aca for a créss-section of your business this Summer 
as America goes to the Fairs? Well, here it is! Shoes of 
The Hour we call it, and while most of them are in the cut- 
ting room or just being delivered to those shops which set 
America’s shoe fashions, the trend says emphatically these 
will be the favorite patterns in the Summer Style 
Against the strong demand of more custom looking shoes, 
and pérhaps as a direct result of the shorter, squarer fore- 
parts we have been seeing, suddenly we have a new shoe 
developing before our eyes which is the modified Dutch 
Boy Type. It’s the full square toe and rocker bottom shoe 
and it’s detailed now in a strictly custom manner. Mark it 
well for it may be the advance guard of a new trend. 

Yet at the same time there is some evidence of a return to 
heavier spades and extensions, not in the close-cropped or 
flared type, but in the even, wide and heavy extensions 
which are.carried, in-some cases, as far back as the heel, 
from that point, very often becoming welted heel seats. This 
trend has a further implication of heavier and stouter soles, 
a point to bear in mind later when you detail your Fall shoes. 

News in leather is still custom finishing, and increased 
interest in Norwegian grains because of it. This is true 
despite the fact that we are headed into a season which 
should be one of lighter types. New Note: Green antiquing 
on black shoes of smooth and grained leathers used in per- 
forations and to highlight pinking. A decided novelty with 
the implication that retailers are looking forward to new 
ways to get different effects, that added advantage in 
visual selling in the window. 
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FOR WEAR IN TOWN 


Fred Waring— Music master whose pcepular orchestra programs are 
heard by millions Saturdays at 8:30 P.M., E.S.T. on the NBC-Red 

’ Network. Harmony comes first with him, and he demands it in his 
personal apparel as well as in the work of his musicians. Wears good 
clothes, likes good shoes and insists upon the right shoe for clothes 
and occasion—the idea back of these BOOT AND SHOE RECORDER 
Selections for Spring and Summer. 
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COUNTRY TYPES 
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sg 5 oe | ational Complications In Co: Shoes, 
«The country shoe picture has ch radically in 
the last six months and you can lay it at the feet. of 
Holland, Mexico, and Norway. The manner in which 
the Dutch Boy, Huarache and the Norwegian side- 
lace patterns have moved in on men’s country shoes 
is nothing short of sensational. And the reason for 
this success is that they are spontaneously fresh. 

When you remember the amouni of effort which has 

~~: \ : been thrown behind certain types of country shoes, 

notably the Monk pattern, and with such little avail, 
the performance of these three shoes is still more 
amazing. 

But thine are the patterns from which quick profits 
are made and their volume acceptance is here. So it is 
only the personal choice of the retailer which of the 
many interpretations of these three basic shoes he 
Wishes to promote, and, of course, which happens to 
fal! in his particular price range, It is fast coming to 
the point, however, where these types of shoes can no 
longer be classed as novelties and some of their 

developments, particularly in high grades, are won- 
derful pieces of shoemaking as well as excellent 

gy of design. Fortunately too, these shoes have 

. << SA Pras n developed in the most interesting leathers and 
t es _. My, it is quite possible that they find much of their char- 

. oo ’ acter in the appeal to the consumer of those mate- 

rials. This is particularly true when finished with the 


popular antiquing. 
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ere’s Fred Waring again, this time in a mixed com- 
bination, white double breasted linen jacket and 

dark trousers, for leisure wear. Popular orchestra 
leader, whose program is heard Saturdays at 8:30 

» P.M. E.S. T. on NBC-Red Network, likes sports 
and sport clothes; in this picture he wears smart, 
brown and white sport shoes which incidentally 
! ‘promise to be especially popular this coming season. 
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4154— Black Kid Gore ; Seer Sf XZ = se 3 
underlaid perforatier _ 4 PMM— Black Kid Gore Step-in. Kid 
quarter. Kid QwGel—r Lining. Built-in Pi \ Querter Lining, Built-in Arch, Special 
pecial C : y , instep and Metatar- ss KX cus loned Heel, instep and Metatar- 

pvered Continental Heel, = S yal: 618 Lost, 18/8 covered Box Heel, 

pProcess; Sizes in stock: AAAA . >» 


; . © Yeo-Lockstitch Process; Sizes in stock: 
, 10, A to 10, AA 5 to 10, A 4% to 10, 


~ s 
' . % 6 to 10, AAA SY, to 10, AA 5 to 10, 
to 10, € 3%, to 10—Price $5.98. ‘ TA 4% to 10, B 4 to 10, C 3% to 10— 


Price $35.06 
— Same style, sizes and price in 
ite Kid 
— Same style and sizes in Marine 
\ Kid—$5.18, 


ie 


style, sizes and price in White Kid. ~. 
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Born of a Great Exposition 


Color Comes to Life in 


Maracain 


Murattorer 


Tre New York World's Fair of 1939 and 1940 is pointed 


toward the future—a brilliant, vibrant future, studded with 
color. New Castle has caught this spirit in Maracain, our 
all-day, all-year crushed kid leather of the future, and in 
Muraltones, seven exotic new World's Fair-inspired colors. 


1020— Carbon Blue 1325—Cerulean Blue 
1610—Sunset Rose 159—Lime Yellow 


635—Tile Beige 1375— Whitestone Blue 
158— Golden Sun 


GLAZED KID COLORS ARE ALSO AVAILABLE TO MATCH MARACAIN MURALTONES 


¢ fess Castle ¢ 3m Allked (Kid (Coniteany 


100 Gold Street, New York City 
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MIDDLE ATLANTIC GROUP OBSERVES 
SILVER ANNIVERSARY 


’ 
( uonvention in Baltimore Looks to the Future, However, as Merchants 


Discuss Coming Styles and Place Orders for Shoes for the Spring and 


BaLtimore, Mb. — Silver anni- 
versaries usually mean a little more 
than ordinary ones, and so_ the 
twenty-fifth annual business meeting 
and shoe show of the Middle Atlantic 
Shoe Retailers Association, held on 
Feb. 12, 13 and 14 at the Hotel Lord 
Baltimore here, had a special point 
of interest, in addition to those 
centering in attendance, displays, 
activity, fellowship and profit, that 
made it stand out even above the 
always successful conventions staged 
by this organization in past years. 

In the preliminary announce- 
ments which had been sent to mem- 
bers, the meeting was referred to as 
one of action, and this promise was 
fulfilled. Not only was the number 
of displays sufficient to require the 
better portion of five floors of the 
hotel, but they were diverse and in- 
teresting, and gave the attending re- 
tailers an opportunity to view and 
compare lines of Spring shoes, and 
to get an excellent idea of the style 
trends, that are now reasonably 
established for Spring. 

And, what is equally important 
from all angles, it was the consensus 
of opinion that a larger volume of 
business was actually transacted than 
most of the manufacturers’ represen- 
tatives had anticipated. This reflects 
two things, that the show was well 
timed for late Spring buying and that 
retail merchants in attendance were 
optimistic concerning Spring busi- 
ness generally, even where immediate 
volume in the shoe stores may not be 
up to the highest levels. 

Activity was not confined to any 
one class or character of shoes. Ex- 
hibitors of men’s, women’s and juve- 
nile lines and those whose displays 


Summer Selling Seasons 





1939 M.A.S.R.A. Officers 
President, John 


Ist Vice President, Lou's Bendheim, 
Wilmington, Del. 

2nd Vice President, Harvey L. Farr, 
Allentown, Pa. 

3rd Vice President, Robert Hem- 
hauser, Irvington, N. J 

Treasurer, George M. Garman, Phil- 
adelphia, Pa. 

Secretary and Managing Director, 
Cal J. Mensch, Philadelphia, Pa. 


Storch, Newark, 


New Directors 

Pennsylvania: George M. Garman, 
Philadelphia; Robert C. Gerheim, 
Johnstown; Harvey L. Farr, Allentown. 

New Jersey: John Storch, Newark. 

Delaware: Walter C. Byerly, Wil- 
mington. 

Virginia: J. E. Babb, Suffolk. 

District of Columbia: Philip J. 
Stach, Washington; Joseph De Young, 
Washington. 

Maryland: J. G. Smith, Hagerstown; 
George Hagedorn, Baltimore. 





were largely of staple character or 
high novelties, all reported interest. 

M.A.S.R.A. meetings are conducted 
more for the purpose of creating in- 
dividual contacts and the getting to- 
gether of members of the industry 
than for formal discussion, and, 
therefore, only one formal meeting 
was scheduled on the program. This 
took the form of a luncheon at noon 
on Monday and was held in the ball- 
room of the hotel. 

George Hess, of Baltimore, opened 
the meeting and, in the absence of 
the Mayor, introduced L. Huff, who 
extended the official welcome to the 
city on behalf of his chief, and stated 
that organizations such as this one, 
created to assist cooperative effort. 


are more than ordinarily useful at the 
present time when cooperation is so 
badly needed. 

Owing to a severe attack of grippe, 
Mr. Hess explained, the convention 
was denied the opportunity of hear- 
ing Albert D. Hutzler, president of 
Hutzler Bros. Co., one of Baltimore’s 
leading department stores, who was 
to have spoken upon the important 
subject, “Social Security and the 
Retailer.” 

In his stead, a most interesting 
talk was given by Mr. Joseph Hep- 
bron, director of the Community 
Fund of Baltimore and a prominent 
attorney of the city. 

Gordon Evans, president of the 
M.A.S.R.A., then took over the meet- 
ing, and after making a brief report 
as the executive head of the organ- 
ization, introduced Miss Hilda Rau 
of The Amalgamated Leather Com- 
panies, Inc., who, under the general 
theme of “Then and Now,” discussed 
the rapid changes in styles and mer- 
chandising methods of today as com- 
pared with the simpler methods suc- 
cessful in the not-so-long-ago past. 
Today, she said, nothing can be 
depended upon to take the guess- 
work out of buying. New colors, 
new designs and new ideas appear 
and disappear and every community 
presents its own problem. 

Among those things, however, that 
are reasonably certain, she cited the 
necessity for remembering the grow- 
ing distinction between shoes worn 
by women in town and country, and 
the interest in surfaces of leathers, 
with grained effects in kid and calf 
as an example. She commented upon 
the small amount of leather used in 

[Turn To Pace 38, PLease] 
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OUTLOOM 


Is Fast Fashion Too Fast for Sizes? 


IS fast fashion too fast for footwear? That’s a very 
significant question at this time. 

The novelty hat business is the fastest item of sale 
because the industry is geared up to hourly changes of 
style and few sizes to complicate the situation. In fact, 
as women’s hats now run, there is no size problem. 
They are all too small, too fantastic, too irresistible for 
women to pass up without purchasing. 

So the shoe industry says: “We’re fast operators, too,” 
forgetting that feet are full of bone, meat and tissue— 
while heads are full of foolishness. You can’t fit a shoe 
the way you fit a hat. And yet, the fantastic idea pre- 
vails that shoe stores are but millinery shops tipped 
upside down. “Alice in Blunderland” is back on the 
store stage. Hats can be in many colors but shoes are 
still sizes and widths and left-overs. 

So, in mid-February we note an amazing bewilder- 
ment of retailers getting cold feet before the season 
starts. Even before the new shoes are in the store, they 
are regretting their past enthusiasms in the buying 
rooms. Something new and different now captures their 
imagination. Fickle fashion! 

We have said it before and we will repeat it. Fancy 
shoes do not a complete business make but sugar is 
very sweet to the eye and taste. Every store can sell 
colorful and wild footwear. To cancel before the shoes 
are shipped is, however, a dirty deed in the dark gray 
dawn of remorse over buying in haste and repenting a‘ 
leisure. 

Certainly, the shoes ordered for Spring delivery have 
a salability in March, April, May and June—a full one- 
third of the year. These new and colorful shoes were 
made by the sweat of the brow of an industry endeavor- 
ing to give everything it has to the American public. 
That public has expressed its interest in a wide variety 
of new shoes and will absorb not only what has been 
made up but millions of pairs more—if merchants will 
enthusiastically sell. The experiment certainly is worth 
trying in this unusual year when the American public 
will be traveling in America and the entire world will 
be coming to the Fairs. 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


But before long, as a shoe industry, we had better 
give some serious thought to the limitations of the trade 
in the field of fast fashion. The shoe woods are full of 
smart boys who think they know it all and can make 
stores and shoe departments jump through hoops. The 
current slogan as whispered, not shouted, is “It’s smart 
to be Shifty,” a take-off on a very honest theme “It’s 
Smart to be Thrifty.” 

It’s a pity that in certain fields of shoe distribution 
there is a premium placed upon “clever practice”; but 
no shoe department or shoe store can live long on its 
wits alone. There comes a time when sharp practice be- 
comes a boomerang. We particularly abhor that streak 
of sadistic malice that makes it possible for some opera- 
tors to do what they please, knowing full well that the 
other fellow is in a bad position to fight back. 

But sufficient unto the day is the evil thereof. The 
Spring sun is rising. The public will be in a buying 
position shortly and the store with merchandise will get 
the business, providing it has sizes, sizes, sizes. Orderly, 
honest business will return because even though we are 
going through an industrial revolution, we are not dis- 
carding the basic principle of business—that honesty 
pays. The public knows when it gets value and satis- 
faction; the merchant knows when he is giving value 
and satisfaction and the manufacturer and supplier 
know that value and satisfaction will ultimately prevail. 

To be guilty of acts that are deliberately done to put 
the other fellow into an impossible position is not only 
sadistic, it is satanic. There is too much of that spirit 
prevailing in the relations of political forces as well as 
business practice. It is not immoral for a man to make 
a profit for the work, value and risk—but in the bitter 
battle of business it is well nigh impossible. Some parts 
of the shoe industry are really too smart for their own 
good. A return to orderly business would be a blessing 
to shoe men everywhere. 
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Mothers know and depend on the Buster Brown 
name. 


Boys like Buster Brown Styles and Patterns. 


Buster Brown is the oldest, best-known name in 
Boy Scout Shoes. 

In addition, Buster Brown Official Boy Scout Shoes offer the 
retailer largest stocks and quick service. Do you carry them? 


United Men’s Division 


Sorousn. Shoe Gompansy 


ST. LOUIS 
OLDEST MAKER OF OFFICIAL BOY SCOUT SHOES 
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Window In Reverse 


A Boone, Iowa, shoe store recently 
stopped passers-by with an unusual 
window display. In the window was 
a full length model of an attractive 
miss dressed in the height of fashion. 
The model however faced towards the 
store and was seen by the pedestrians 
from the rear. On the feet of the 
model were a pair of rather shoddy 
shoes. 

Instinctively every particular woman 
glanced down to see if her shoes com- 
plemented or distracted from her 
general appearance—-many walked in 
for a new pair of shoes. 


* * * 


They're as new as Spring itself . . . 
they are the newest styles you can 
put on your feet.” (Nankin’s, Miami) 


—O.P.1— 


An effective way to cut down re- 
turns. A New York department store 
encloses the following statement of 
policy with all deliveries. 


BA 





by JOHN F. W. ANDERSON 


Child Psychology 


Handing the child the package 
containing his new shoes, along with 
the salescheck, is a flattering gesture 
which has created a great deal of 
good-will among youngsters for the 
Lorber Shoe Co., Denver. 

This shoe store works on the theory 
that it’s even more important to 
please the child than to please his 
parents. Experience showed that 
reasonable prices, proper fit and 
courteous treatment are about the 
only things necessary to please the 
parent. The child, on the other hand. 
requires a little flattery if he is to 
remember the store and demand that 
his parents take him there again. 

The necessary flattery is given by 
talking more to the child than to the 
parent. When a shoe is shown the 
youngster, he is asked how he likes 
it and how it feels on his foot. Of 
course the parent’s wishes must be 
catered to but this can be done in a 
subtle fashion—so that the child 
thinks he is doing the selecting. 





notice is given to the 





Notice To Purchaser 


purchaser 
the rules of the Department of Labor of the State of 
New York, pursuant to Article 25A of the General Business 
Law of the State of New York: 


1. You are requested to mark on the tag attached to the 
enclosed article the “date of delivery” thereof to you. 

2. Used articles cannot be exchanged. 

3. Unused articles cannot be exchanged if the tag is re- 
moved or altered in any way. 


4. Articles with tags removed or with date of delivery not 
marked on the tag cannot be returned for 
correction of error of manufacture within thirty days 
from date of delivery and still be deemed to be new 


of the enclosed article, 


alteration or 








In furtherance of this idea the sales- 
man always hands the child the 
package when he is leaving—provid- 
ing he’s big enough to carry it—and 
gives him the salescheck after Dad or 
Mother have paid for the shoes. As 
a final good-will-building gesture, the 
store presents the child with some 
little remembrance—a balloon, a 
pencil box or a come-back ball. 

“We've built up our children’s 
business tremendously simply by 
flattering children when they come 
in,” says A. B. Lorber, partner in the 
company. “It makes the kids demand 
that their parents bring them back 
here again next time they need shoes 
and it gets the youngsters to tell their 
friends about the store.” 


- * * 


“Gleaming black patent is one of 


the most versatile fashions you can 


choose .. . for it smartly escorts any 
costume. from black to the most vivid 
print.” 


(Volk, Dallas) 
O.P.1.— 


The Customer Speaks 


The Hack Shoe Company, Detroit 
retailers of fine footwear, is asking 
for consumer cooperation in choosing 
their Spring stock of sport footwear. 
To each customer, past and prospec- 
tive, they send the following letter: 
Dear Sir: 


We have experienced considerable dif- 
ficulty at times in properly balancing 
our stock of sports and golf shoes. This 
often has led to some customers’ dis- 
appointment when in quest of these types 
of footwear. 

To avoid guessing on our 1939 sports 
and golf shoe customer requirements 
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BEST 
WAKING 


IDEA OF THE WEEK 
NEW SHOES OLD AND VICE VERSA 


(Hanan Shoe Store, 1375 Broadway, N. Y.) 


O. P. Ideator—“*What’s the idea of the bootmaker’s 
finish on all those black and brown shoes in the win- 
dow?” 


Manager Joseph Bigley—‘They attracted your at- 
tention, didn’t they? Yes, and they are attracting the 
attention of many a customer, for shoes nowadays are 
sold largely on eye appeal. Shoes treated with boot- 


maker’s stains in shades from light brown to dark 
green are drawing many a customer into the store.” 


O. P. Ideator—*Making old shoes from new?” 


Mr. Bigley—‘“Yes, and the customers like them for 
men have always disliked the show case appearance ot 
brand new shoes and usually rush for the shoe shine 


waxes of various textures and shades to produce not 
only a beautiful finish but one that would encourage 
a good shine. The experimenting has more than paid 
for itself. For example: several years ago we bought 
a large stock of a certain light tan shoe. However, 
the customers didn’t like them and they stuck to our 
shelves in spite of a 50 cent P.M. Then we began 
experimenting with hand staining. We treated these 
shoes with a dull antique finish and the whole stock 
was sold in several weeks.” 


O. P. Ideator—-“That’s one of the best ideas I’ve 
heard on how to move shoes in off-shades that don’t 
meet the public’s fancy.” 


Mr. Bigley—“Speaking of shades, we are now ex- 


shoes in bootmaker’s finish.” 


process. 





O. P. Ideator——“Is it expensive?” 


parlor as soon as they have bought a pair. 
matter of fact we are now selling 90 per cent of our 


Mr. Bigley—‘“Not at all—five or ten cents per pair 
and ten minutes of a man’s time. 
of the first retailers in New York to develop this 
We experimented with countless oils and 


Hanan’s was one 


As 4  perimenting on a brownish and greenish shade to use 
on black shoes which we think will ‘knock ‘em dead’ 
in our part of the town. We believe that color will 
be an important selling point in men’s shoes for 
Spring and the dull shading of bootmaker’s finish is 
an important step between the conservative and the 
extreme. In fact I believe that attractiveness rather 
than utility will be the important selling point for 
sport shoes for Spring.” 








which we are placing with our manu- 
facturer right now, and to definitely 
assure you of your own desired type and 
size, we are inclosing a self-addressed 
card upon which you can check your 
anticipated wants for this coming Spring 
and Summer. 

Your cooperation will help us to serve 
you more efficiently and economically. 
It will also eliminate special order 
charges and delays when in want of 
sports and golf shoes this coming season. 

Thanking you in advance, we are 

Yours for foot health, 
Hack SHoe Company 


An addressed penny post card is 
also enclosed, on the back of which 
the prospective purchaser can check 
his shoe preferences: 

Please reserve for me: 


—White buck sports oxford—plain toe 

—Combination brown and black—wing 
tip 

—Combination black and white—wing 
tip 

—Combination brown and white—straight 
tip 

—Tan elk golf oxford with spike sole 
Remarks: 





Dots and dashes . . . and lots of 
flashes from Houston, Texas, in 
this Krupp & Tuffly ad at right. 








“DANDEE™ 


CUSTOMCRAFT 


—SPATS AND BUSTLES! 
—RATS AND RUSTLES! 


W's the influence of the gey 90's brought 
to lite in @ charming modem venion of 
the “Spat Shoe.” In Black Patent thigh end 
medium heels) end in New Bive Calf end in 
New Wine Calf, each with matching linen 
mesh pet dete end lester Geberdine quer 
ters. Excitement of Spring, 19991 (Second 


Floor } 


KRUPP & TUPFLY.. 


0.P.1.— 
We Present 
Sprinc Becins Marcu 2lst. Here 


are some suggested selling phrases 
for salespeople, ads and displays: 
“Signs of Spring” 
“Tomorrow values like these Spring 
forth” 
“Patent answers the call to colors” 
“Colorful March 
Spring” 
“The flattery of flats” 
“In the 
fancy” 
“Tailor your ankle” 
“Shoes to suit your suit” 
“Tomorrow it’s Spring” 
“Spring opening” 
“Spring Freshette” 
“To suit a young man” 
“Spring is just around the corner” 
“A lift for winter weary men” 
“Boy’s shoes for fast running feet” 
“This is to be a Spring of values” 
“Spring music for tired feet” 
“It’s cherry blossom time” 
“It’s to be a colorful Spring” 
“Color is rampant for Spring” 


accessories into 


Spring a young girl's 


$12.75 


“Spring shoes for young moderns” 
“News for Spring” 
“For Spring’s first fling” 


Aelia “Fashion headlights for Spring” 


aT WaLeaeE 











[38] 


BOOT anv SHOE RECORDER, February 18, 1939 


Merchandise Sources for Men’s Shoes 


Manufacturers of Styles Shown on Pages 24-27 Inclusive. 






































Page 26 


Weyand Establishes 
St. Louis Sales Office 


JACKSONVILLE, ILL. — The Weyand 
Shoe Company, here, recently estab- 
lished a St. Louis sample room and 
buying office at the Marquette Hotel 
from which Ed Tilt, general manager, 
and J. C. Cowen, sales manager, will 
operate. 


Adds to Sales Staff 
JACKSONVILLE, Int.—J. C. Cowen, 


Company of Jacksonville, announces 
two new additions to his sales force: 














J. Wiley Biggs and Don O’Connell. 
Mr. Biggs, a well-known Texas shoe 
retailer, will carry the Weyand line in 
Louisiana, Texas, and Oklahoma. He 
will make his headquarters at the Men- 
ger Hotel, San Antonio, Texas. Mr. 
O’Connell is covering the northwestern 
states. His headquarters are at the 

Hotel, Minneapolis. Mr. 
O’Connell formerly traveled for the 
Krippendorf - Dittmann Company and 
also for the Blue Ribbon Shoemakers. 


New Factory in Fort Worth 


Fort Wortn, Tex—The H & §S 
Shoe Company, newly incorporated 


Middle Atlantic Group 
Observes Anniversary 


[CONTINUED FROM PAGE 33] 


Spring and Summer shoes, with cut out 
quarters and sides and open toes, and 
what was left frequently punched out 
and perforated. She illustrated this 
with examples of high style shoes from 
leading manufacturers, and concluded 
her talk with a description of leading 
European styles. 

Mr. Evans then introduced Miss 
Eleanor M. Rutledge associate fashion 
editor of Boot AND SHOE RECORDER, who 
under the general topic “What Every 
Shoe Man Should Know About Color,” 
discussed color coordination in the cos- 
tume. She pointed out the opportunity 
for extra pair sales by suggesting not 
only one but two or several pairs of 
shoes to be worn with the same cos- 
tume and in keeping with other acces- 
sories that harmonize or contrast with 
the basic color of the ensemble. Manu- 
facturers of handbags and of gloves 
have matched their products with shoe 
colors in a way that permits the woman 
to obtain several effects with the same 
frock. She drew attention to the color 
coordination charts that are available 
for the guidance of the retail shoe man 
that will inform him of the proper shoes 
to harmonize or contrast with the vari- 
ous colors used in dresses and so to 
advise his customers intelligently. 

At the conclusion of Miss Rutledge’s 
talk there was a general discussion of 
shoe topics, and questions addressed 
to the speakers took up the rest of the 
session. 

But all was not business at the 25th 
annual meeting of the association, for 
the concluding feature of the program 
on Tuesday evening was a cocktail 
party held from seven to ten, to which 
all registered at the convention were 
invited and from the number in evi- 
dence in the Florentine room of the 
hotel where it was held, all the shoe 
men attended. A program of entertain- 
ment, music, and dancing contributed 
to making the last feature of the three- 
day activities one that the convention- 
naires could carry away with them as 
a delightful memory. 





shoe factory, will be opened at 1034 
North Main Street, here, on March 1. 
The factory will occupy 3200 square 
feet of space, and will manufacture 
men’s work shoes, to be distributed 
throughout Texas under the “Hardy 
Steer” brand. Company is capitalized 
at $20,000 and officers are Henry S. 
Semingson, Fort Worth, president; 
Donald A. Dunton, Ft. Worth, vice- 
president and general manager; John 
E. Julsrud, Oklahoma City, secretary 
and treasurer, and Dan K. Dunton, San 
Antonio, sales manager. This will be 
Fort Worth’s second shoe factory, the 
other one being the H. J. Justin & Sons 
factory here. 
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BALL-BAND HELPS ITS DEALERS TO MAKE 
FAST FRIENDS OF MORE THAN TWO MILLION BOYS 
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BOYS’ LIFE 


OPEN ROAD FOR 
BOYS 


‘ISHAWAKA RUBBER & WOOLEN MFG. CO. . MISHAWAKA, INDIANA 
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‘Oppenheim, Collins Take on Branded Line 





Women’s Specialty Firm Selects First Nationally Advertised 
Shoes to Be Sold in Its Stores 





Main floor shoe department of Oppenheim, Collins & Co. store on West 34th 


Street, New York. Charles L. Thompson, 


well-known retail shoe man, is manager 


and buyer. Observe emphasis given to shoe displays in this department. 


New York. — Announcement was 
made last week that Oppenheim, Col- 
lins & Co., who operate women’s apparel 
specialty stores in New York and other 
cities, specializing in high quality mer- 
chandise, have taken the Styl-EEZ 
franchise for the women’s shoe depart- 
ments in three of their stores in New 
York, Brooklyn and Buffalo. It is the 
first time that Oppenheim, Collins & 
Co. have ever featured a nationally ad- 
vertised branded line of shoes. Here- 
tofore the firm has always merchan- 
dised shoes under its own individual 
brands, as for example, the Roselle line, 
which has become well-known as a re- 
sult of the carefully planned and very 
effective publicity which the company 
has used over a period of years in pro- 
moting it. 

In commenting on this interesting 
departure from previous store policy, 
Robert D. Levy, president of Oppen- 
heim, Collins & Co., stated that the firm 
had given due recognition to the repu- 
tation and dependability of Selby Shoe 
Company, of Portsmouth, Ohio, makers 
of Styl-EEZ shoes, as well as to the 
quality of the shoes themselves. A line of 
shoes was sought which would meet the 
requirements of women whose occupa- 
tions tend to keep them constantly on 
their feet and which includes dress, 
sport, walking and comfort types on 
various lasts, with varying heights of 
heels. * 

“We are making a special effort,” 
said Mr. Levy, “to interest all of our 
1200 female employees in wearing Styl- 
EEZ shoes because we believe it is an 
investment in added efficiency and com- 
fort, as well as an effective way of 
bringing the shoes to the attention of 
the customers.” 

Roger A. Selby, who visited the New 


York offices of the Selby Shoe Company 
in the Empire State Building last week, 
said, in commenting on the new ar- 
rangement: “We are extremely grati- 
fied that Oppenheim, Collins, one of the 
leaders in the fine specialty store field. 
has selected the Styl-EEZ franchise. 
We feel sure that the confidence which 
Oppenheim, Collins has shown in Selby 
Shoe Company will not be misplaced.” 
The line sells at the popular $6.50 
price, which has such a strong appeal 
to the buying public. Sales have in- 
creased steadily since Styl-EEZ was 
first announced to the trade, and records 
of the Selby Shoe Company show an in- 
crease of 36 per cent over last year. 





Good Shoes, Sound 
Merchandising, Service 
[CONTINUED FROM PAGE 16] 


ness,” he reasoned. And so Schwab 
started his store in a community which 
he knew from actual experience would 
appreciate quality merchandise, quality 
service and quality surroundings. 

In choosing Westwood Village, he 
picked a locale which had its quota of 
good shoe stores, a couple of chain 
stores, plus several fine branches of 
downtown Los Angeles big city shops. 
One end of the Village faces the campus 
of the University of California at Los 
Angeles, while the other end houses 
“The Tropical Ice Gardens,” where out- 
door ice skating is enjoyed all the year 
around. 

Several thousand college people, to- 
gether with the normal trade of this 
smart, alert shopping district, account 
for the daytime activities. At night, 
two large theatres, one of which is ex- 
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tensively used for motion picture pre- 
vues by many of the large studios, and 
the several thousand who nightly at- 
tend the Ice Show swell the normal 
night traffic tremendously. That’s why 
Schwab went to so much expense in 
making the outside of his store a night- 
time invitation to the public to look 
things over. 

This description of the Village is 
necessary in order to understand 
Schwab’s decision to merchandise 
women’s shoes in the $8.75 to $18.75 
field. 

Meeting with instant public accep- 
tance from the start, this store, with 
six months’ history behind it, is daily 
justifying its existence. Now with the 
good shoes well established, Schwab is 
out of the highly competitive class. He 
has definitely proven it is possible to 
sell high-grade shoes in a neighborhood 
store. Even a goodly number of college 
girls are paying $8.75 and $10.75 for 
their dress and sport footwear, some- 
thing the wiseacres prophesied could 
not be done. 

And now to quote the young pro- 
prietor of Schwab’s: “Every woman 
likes quality footwear. The thought we 
keep in mind is that if a woman likes 
a shoe well enough, she will pay more 
than originally planned, provided the 
shoe is correct in style and in fit. 

“In order to sell the better grades of 
footwear, a shoe fitter must be on inti- 
mate terms with the reasons why the 
article is worth the money asked. Our 
men are trained to see and feel why 
a $15.75 shoe is better than one priced 
at $12.75 and why it is to the patron’s 
advantage to acquire the former. 

“So many shoe fitters feel a woman 
is foolish to pay more than $8.75 for 
a pair of shoes. Then when the patron 
puts up a question of why they should 
pay the difference, the shoeman has no 
honest conviction or sales argument to 
offer to combat the point raised. 

“In a community such as ours, we 
feel that, due to the lack of advertising 
facilities, such as the Los Angeles 
newspapers, our efforts to make this 
store a paying proposition must be 
worked almost entirely from the in- 
side. Good shoes, well serviced, of 
course, come first. Next, constantly 
keeping in touch with our customers, 
by letter, phone and mailing list an- 
nouncements when done in the right 
way, keeps the name of the store be- 
fore them. 

“Each shoe fitter knows his patron’s 
likes and demands so well that on the 
arrival! of every line, he has in mind 
certain patrons who are definitely in- 
terested in being told of the new things. 
That’s the time to sell new goods, just 
when the enthusiasm is at its highest 
point over the beauties just unpacked. 
This feeling is bound to be trans- 
mitted to the trade, so that after the 
message has been delivered in person 
or over the phone, some kind of a 
satisfactory response invariably results. 
Sometimes they will not want the shoe 
in question at the moment, but they will 

[TURN TO PAGE 58, PLEASE] 
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* For early Spring selling — to please exacting customers — to 
attract new patrons to your store — feature these American Lady and 


Fashion Crest Shoes. They’re Sweethearts — everyone. 


139-50 AMERICAN LADY 
—Tiara Pattern, black gab- 
ardine and patent leather 
sandal, Sbicca, 20/8 non- 
scuff heel, 211 last... AAA 


138-50 AMERICAN LADY 
—Patter Pattern, black pat- 
ent leather open toe pump, 
Shicca, 20/8 nonscuff heel, 
211 last... AAA 54-9, AA 


5-9, A 4-9, B 3-9. . .$3.00 











SHOE COMPANY SZ Lows 


438-50 FASHION CREST 
—Torely Pattern, black pat- 
ent leather, Compo, 

black crushed lastex kid 
band, 20/8 black patent non- 
scuff heel, 211 last... AAA 
hes AA 5-9, A4%-9, 


5%4-9, AA 5-9, A 4-9, 
3-9 








435-50 FASHION CREST 
— Seymour Pattern, black 
patent leather, Compo, 20/8 
patent nonscuff heel, 211 last 
.-.-AAA5%-9, AA 5-9, A 5-9, 











There’s a lot of silent but high-pressure sales- 
manship in Mohawk shoe-store carpets. Mo- 
hawk’s beauty “shows off” smart shoes. Mo- 
hawk’s deep soft “comfortizing” pile urges 
customers to say, “I'll take these.” Every foot 
of Mohawk Carpeting is woven to stand heavy 
store traffic in all weather. Mohawk’s range 
of colors, texture, grades and prices includes 
just the carpet your store demands. Write to 
Mohawk for facts about the “profit angle” 
on recarpeting with Mohawk Carpets. 


HAWK CARPET MILL 
R 


OHA s 
MSTERDAM, NEW Yo K 


" M 
A 


AGAIN WE SAY 


M 


STAGE YOUR SMARTEST STYLES 
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New Ideas for Children 


Left to right: Smart Dutch type sport oxford with heavy 

crepe rubber sole for growing girl by Billiken. Growing 

girls’ tailored town shoe for Spring or Summer in grained 
leather by Curtis, Stepaens, Embry. 


Passage of Patman Bill 
Appears Improbable 


WasHincton—The Patman anti-chain store tax meas- 
ure, which became identified as H.R. 1 early in January 
when the Congressman from Texas dropped it in the 
Congressional hopper ahead of all other bills, has little 
chance of passing this session, observers close to the 
Congressional scene believe. 

While there are no indications that anti-chain store 
sentiment is waning in Congress, there are signs that a 
majority of the legislators doubt that the Patman bill, 
which has been frankly described by sponsors as a 
measure to tax the chain store out of existence, repre- 
sents a method by which they can rectify a situation 
which some of them feel requires remedial action. 

Representative Wright Patman, co-author of the 
Robinson-Patman anti-price discrimination law and 
other measures designed to safeguard the interests of 
independent retailers, is understood to have been prom- 
ised that hearings on his new bill will be called but 
only after more pressing matters have been dispensed 
with. The House Ways and Means Committee, to which 
his bill was referred, has revision of the Social Security 
Act on its calendar and, of course, the more important 
matter of acting on a new Administration tax measure. 

Despite the promise for hearings, however, it is 
doubted by many that they will materialize. Chairman 
Doughton, Democrat, of North Carolina, has persistently 
declined to discuss the committee’s attitude on the Pat- 
man bill. 

Designed to impose a graduated excise tax on chain 
store systems operating entirely within one state and a 
graduated tax multiplied by the number of states in 
which an interstate chain system operates, H.R. 1 is 
identical with the Patman measure introduced last ses- 
sion except that Speaker Bankhead declined to allow 
the Congressman to add to the bill the names of 73 co- 
sponsors, 32 of whom were defeated for reelection to 
Congress. 

Under the ruling made by the Speaker of the House, 

[TURN TO PAGE 46, PLEASE] 
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KISTLER “BENCH BRAND” LEATHER SOLES 


will tell you there is nothing flabby about this stock. It has the 
weight—the thickness—the uniformity—the suppleness—the color 
—the grain—and the fine surface needed in smart shoemaking. Its 
long, close fibre means high moisture resistance and satisfactory 
wear. This leather on men’s shoes helps the selling job. 


KISTLER “BENCH BRAND” SOLE LEATHER 


A BALANCED TANNAGE 


: : , is produced from carefully selected hides of choicest cattle. High 
Pace Enknn shows Kile - standards maintained in breeding, a keen eye when sorting hides, 
cut-sole form in which it goes to shoe old-time vat tanning, combine to keep the quality up. It is right in 
factories. The “BENCH BRAND” line with the philosophy of dealers who say—“The customer gets 
mark is a grade mark guaranteeing a the most good out of shoes when the most that’s good goes into them 


— ae a Ay —and there is no headache in that for me.” 


dealers when customers are made 


} Le ll es 
CNC 


FOUNDED - 1840 


Hy} ff {|__| - BOSTON - MASS -[ 1 


—_—_—_— WESTERN DEPARTMENT IN CHARGE OF BERTRAM URBAN, 
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This is a Color Year! 








“E and B’ LEATHER 
CREAMS 


In All the New Colors 


In Bottles and Jars 


Cinderella, 
ONE and 
Charm Lines 


Sell the Correct Color 
Cream When You Sell 
The Shoes 


COLOR CARD ON REQUEST 
e 


ONE PATENT LEATHER 
Softening Cream 


Patent Leather shoes 
will give better satis- 
faction if you sell this 
cream with the new 






EVERETT & BARRON CO. 
PROVIDENCE 
RHODE ISLAND 
TORONTO 
CANADA 
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Popular woven pattern in white play shoe with unusual 
sole treatment by Dundeer. Charming little casual slipper 
in paisley colors. Ideal cruise shoe by Daniel Green. 


Passage of Patman Bill Improbable 


[CONTINUED FROM PAGE 44] 


the practice of affixing to proposed legislation the names 
of co-sponsors is prohibited. Also ordered eliminated 
from the Patman bill was the lengthy preamble, whose 
purpose was to supply constitutional fortification and 
justification for the proposal. 

Representative Patman insisted in a recent radio 
speech that “more than 100 members of Congress in the 
House of Representatives have already informed con- 
stituents that they will vote for this bill.” While this 
statement has been substantiated to the extent that sev- 
eral new members of Congress appeared at one or two 
Patman pep meetings and displayed an interest in the 
chain store tax measure, neither the 100 supporters 
claimed by Patman this session, nor the 73 co-sponsors 
last session, are considered to be a formidable number 
as contrasted with a total House membership of 435. 

“It is my contention that when the people get the 
truth about the Federal Chain Store Tax Bill, and ex- 
press themselves to their Congressmen, the bill will pass 
Congress by an overwhelming majority and will be 
signed by the President of the United States,” the Texan 
said in his radio speech. He described his measure as 
one permitting the use of the taxing power of Congress 
to curb chain stores. 

While the Congressman was extremely active last 
session in support of his chain store bill, he is generally 
not expected to wage the aggressive fight he successfully 
led when the Robinson-Patman bill was pending on 
Capitol Hill. 

In his radio address the Congressman characterized 
his measure as proposing “the levy of a Federal tax on 
interstate retail chain stores according to the number 
of stores owned by one company.” Explaining that the 

[TURN TO PAGE 57, PLEASE] 
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Zhe GREATEST SHoeLAce LINE 


IN AMERICA 
MONTREALNO 


SHOVIDENCE(@) 
MILWAUKEE A@ SaW YORK @) 
CHICAGO @) é; 


} 
ST. LOUIS rae 
Ss® rs. 


Bo (S)LOS ANGELE 


Paya 
ae 


> ~ 
a 


\ o& DP eer’ se 
ee ™ 7 


AND ‘&, NOW - 


In addition to offices and warehouses at Chicago and other important centers, and in order to meet 
more promptly than ever before the growing demands of the western trade for quality shoe laces— 


A NEW OFFICE 48° WAREHOUSE 
At 1909 WasuinctTon Ave.ST. LOUIS 


Here. as at all other International Braid offices and warehouses, a competent staff of expe 
rienced factory representatives are ever at your service, and large and most complete stocks of 


~~EMPRI~ 
SrIOE LACES 


RAYON — MERCERIZED — COTTON 
AND OTHER EMPRI PRODUCTS 


oneess at Your Instant t Calls 


TRADE MARK REG. U.S. PAT. OFF. COPR. 1939 BY 1.8.CO. R.I. 


(*) LOS ANGELES 


INTERNATIONAL BRAID “COMPANY 


EST.. 1793. © OVIDENCE RHODE ISLAND © INC. 1912 


NTERNATIONAL BRAID -CO.OF CANADA,LT factory &warehouse) 999AQUEDUCT ST., MONTREAL,CAN 
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UNISHANK ? 


Two decades ago fashionable shoes 
for women had plump outsoles and insoles 
and three square feet of uppers to the pair. 


A light piece of steel was shank enough. 


Today’s modes are lighter, smarter, and 
skeletonized. Greatly increased strength in 
the shank is essential. UNISHANK — a per- 
fectly moulded unit — insole, steel, and re- 
inforcer — gives exactly the added support 


required. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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THE NEWS IN SHOES 


For the past two or three years, 
led by the Children’s Style Com- 
mittee, the retail shoe trade has 
been chiefly concerned with the 
importance of shoes properly de- 
signed to fit the juvenile foot, and 
not forcing the foot to fit the shoe. 


ro-tek-tiv Shoes 


HELP NORMAL FEET GROW NORMALLY... 


Have in them twenty points of dif- 
ference leading to the accomplish- 
ment of this objective. 


BEGINNING, FEBRUARY 25th 


We will present these points one 
by one in text and illustration. 


THE WHOLE STORY is told by actual photographs and descriptions in 


our new book “The Shoes of To-morrow-Today.” 


Pro-tek-tiv shoes carried in stock. 


It also illustrates all 


If you want your customers to be served with shoes that cannot be dupli- 
cated, and be shown WHY they cannot, send for this book. 


CURTIS-STEPHENS-EMBRY CO. inc 


READING, 


PENNSYLVANIA 





Sport Shoes a Year-’Round 
Promotion 


Denver, CoLo.—By featuring rubber 
sole shoes in every grade, the men’s 
shoe department of the Gano-Downs 
Co. here has been able to carry its 
sports shoe business right through the 
Fall and Winter months, according to 
G. V. Nickless, assistant to buyer R. 
0. Mattingly. 

“In former years our men’s sports 
shoe business stopped with the end of 
the Summer season,” explains Mr. 
Nickless. “But this year, rubber sole 
shoes have enabled us to carry that 


business all through the Winter. This 
year’s experience has convinced us that 
with the right merchandise there are 
real year-around possibilities in the 
men’s sports shoe line.” 


Sets Sales Record 

New ORLEANS, La—Ben Marks of 
the Allen shoe store, 1101 Canal Street, 
really has something to shoot at in 
1989. His store was the sales leader 
during December among the 68 Allen 
stores throughout the nation and 
made new sales marks—in comparison 
with its own previous records—every 
month during 1938! 


Phyllis Shoe Co. Starts 
Operations 

Newsuryport, Mass.—The Phyllis 
Shoe Company, which moved here re- 
cently from Lowell, is now in full op- 
eration, and Abraham Banks, treasurer, 
announced that the company expects 
to exceed the 500,000 pairs of shoes it 
made last year in Lowell. 

The number of employees will soon 
be increased to 325, and because of the 
variety of shoes being made the com- 
pany will keep its full crew working 
throughout the year. 
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WE LOOK THROUGH SOLES 


AS FIBRES GO — 
SO GOES THE SOLE 


See why E-W FIBRE-SORTING 
means MATCHED Service 


The stringy fibres in the *photo-micrograph on the 
right show one kind of fibre structure. The surface of 
that sole might look like the surface of the sole whose 
compact fibre structure is shown on the left. But 
put the two together on one pair of shoes... and one 
wili give better service than the other. So we mate 
soles by similar fibre structures—not just by surface 
appearance—and we've been doing it so long we be- 
lieve we qualify as experts. 

Write to us. There is a free booklet, “Men With Mag- 
nifying Eyes,” awaiting you. Make your shoes more 
serviceable with England Walton. 


ENGLAND WALTON DIVISION 
A. C. LAWRENCE LEATHER COMPANY 


Boston New York Camden Chicago St. Louis 
Milwaukee San Francisco 


g” ENGLAND 





To Make: Your Shoes More Serviceable 


The “X-Ray eyes” of England Walton expert sorters look 
into the fibre structure of every sole . . . to mate them accu- 
rately. Result: England Walton fibre-sorted soles are depended 
on by hundreds of retailers (and manufacturers) to provide 
more resistance to wear . . . equal flexibility . . . equal support 
at the arch . . . equal life as near as it can possibly be had. 


That’s a usable sales point. 





*These photographs represent a typical case of the difference in sole 
fibre structure that may exist even in high-grade shoes — but not 
those having England-Walton fibre-sorted soles. 














CUT SOLES anp SOLE 


WALTON fre soled soles 


LEATHER a PURE OAK BARK TANNED 
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THIS WEEK 


IN THE SHOE TRADE 


SNE WS 


Saturday, February 18, 


1939 


National News 





Mid-West Factories Running at Capacity 





Shoe Concerns Report Business Showing Gains Over Last Year 
with Production at Peak in Majority of Cases 


Ohio shoe manufacturers are experi- 
encing one of the most active spring 
runs of recent years. At Cincinnati, 
Krippendorf-Dittmann in its first sea- 
son under its new one price set-up, 
is operating against a sizable bulge in 
sales. Vice-President F. X. O’Brien 
says, “We are running well ahead of 
last year.” 

U. S. Shoe Corporation, as usual, has 
its two factories at full capacity. 
Joseph Stern, president, announces that 
their third factory located at Green- 
field, Ohio, will be in operation by 
March 1. This will step their produc- 
tion up to 14,000 pairs per day. Miller 
Shoe Company is running at fuil tilt. 
Longini Shoe Manufacturing Company 
recently enlarged its capacity by tak- 
ing on additional floor space. Norwin 
Heldman, treasurer, states that this 
Spring run will be the largest in the 
company’s history. Longini is doing 
a big business on woven shoes in addi- 
tion to their regular line. Altman 
Brothers Shoe Manufacturing Com- 
pany is another that has just doubled 
its output through factory enlarge- 
ment. Stix & Wolf, Inc., is also run- 
ning at full capacity. 

At Portsmouth, Ohio, Selby Shoe 
Company has been shipping well over 
10,000 pairs per day for two months. 
Irving Drew Company has gotten its 
production up to over 1,000 pairs per 
day, which marks real progress under 
the leadership of President George 
Utley. C. E. Dowling, secretary of the 
Vulean Corporation, announces that 
December was the biggest month in 
the company’s history and that January 
looked almost as good. 

At Columbus, Ohio, Julian and 
Kokenge are at full capacity—well 





DATES TO REMEMBER 


Monthly Shoe Buyers Days, Chicago 
Shoe Travelers’ Assn., Hotel Morri- 
son, Chicago, Ill...February 27, 28, 1939 

Buffalo Shoe le Show, Hotel 
Statler, Buffalo, N. Y...March 5, 6, 1939 

Official Opening of American Leathers 
and Style Conference for Fall, 1939, 
Waldorf-Astoria Hotel, New York 

March 27, 28, 1939 

Fall Opening Shoe Fashion Guild of 

America, Hotel Biltmore, New York 
May 9, 10, 1939 

Annual Convention, Illinois Shoe Re- 
tailers and Shoe Travelers, Pere 
Marquette Hotel, Peoria, Ill. 

May 21, 22, 1939 

Midwest Shoe Fair, Netherland Plaza 
Hotel, Cincinnati, Ohio 

June 11, 12, 13, 1939 

Iowa Shoe Travelers Association Con- 
vention and Style Show, Des Moines, 
Iowa June Il, 12, 13, 1939 

Annual Convention, California Shoe 
Retailers Association, Hotel Bilt- 
more, Los Angeles, Calif. 

June 12, 13, 14, 1939 

Annual Convention, Wisconsin Shoe 
Retailers’ Association, Plankinton 
Hotel, Milwaukee, Wis. 

June 18, 19, 20, 1939 

Michigan Summer Shoe Fair, Pant- 
lind Hotel, Grand Rapids, Mich. 

June 25, 26, 27, 1939 

National Industrial Stores Associa- 

Baltimore 


tion Convention, Lord 
Hotel, Baltimore, Md. 
July 24, 25, 26, 1939 
American Leathers 
and Style Conference for Spring, 
1940. Waldorf-Astoria Hotel, New 
York September 18, 19, 1939 





over 3,000 pairs per day of top-grade 
welts for women. ickerson also re- 


ports top production for his plant. Both 
of these concerns have very comfort- 
able sales gains for the last year. God- 
man Shoe Company, while in the 
process of shifting its Lancaster pro- 
duction to Columbus, is enjoying a very 
active business. Their Xenia and Logan 
plants will not be disturbed. 


Newark Shoe Retailers 


Elect Officers 


NewarRKk, N. J.— The Newark Shoe 
Retailers Association at their monthly 
meeting held in their meeting room at 
the Hotel Douglas, held the election of 
officers for 1939. 

Samuel S. Elfin, Elfin’s Arch - Aid 
Shop, was elected president; Roy 
Apgar, Dr. Scholl’s Shop, vice - presi- 
dent; Herman Ratner, Walk-Rite Shoe 
Shop, secretary, and G. B. Burbage, 
Foot Saver Shoe Shop, treasurer. 

The meeting was preceded by a dinner 
at which L. E. Langston, executive vice- 
president of the National Shoe Retail- 
ers Association, spoke to the assemblage 
on business administration. 


G. W. Groves Celebrates 
70th Birthday 


Cuicaco, ILL. — George W. Groves, 
head of the Groves Shoe Company, 
whose birthday fell on the same day 
as Lincoln’s, was host to a large crowd 
of friends and members of the trade in 
celebration of that event February 
12th. This was his 70th birthday. 


Sbicca-Delmac Move 
To New Offices 


New York — Sbicca - Delmac, Inc., 
formerly located at 304 East 45th 
Street, this city, have moved their offices 
to new and larger quarters located in 
Suite 822 of the Empire State Build- 
ing, New York. 
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Irving Drew Corp. Elects 
Directors and Officers 


PorTSMOUTH, OHI0 — At the recent 
annual meeting of stockholders of the 
Irving Drew Corporation, five new di- 
rectors were named, as follows: Everett 
A. and F. Wallace Drew and Charles 
Spencer, of Portsmouth; A. E. Koecher, 
of Milwaukee, who two months ago be- 
came superintendent of the factory in 
Portsmouth; and Nathan J. Levy, of 
New York, eastern sales representative 
of the company. The Board of Direc- 
tors was increased from five to seven 
members. Other directors are George 
P. Utley, president and general man- 
ager of the company, and J. C. Johnson, 
of Milwaukee. 


NATHAN J. LEVY 


Eastern Sales Representative of 
Irving Drew Corporation Who 
Has Been Elected a Director. 


Following the stockholders’ meeting 

the Board of Directors effected an or- 
ganization. Mr. Utley continues as 
president, Everett A. Drew was elected 
vice-president and Ivan Bender, secre- 
tary. 
“Our factory has been running full 
since November,” said Mr. Utley, “and 
we are obliged to operate our plant at 
capacity to get the shoes through the 
factory. We have had a nice, steady 
flow of business from the better re- 
tailers calling for our tailored types 
of welt shoes.” 

Nathan J. Levy, new member of the 


ufacturing business for himself with 
a factory of his own in Brooklyn. 

In 1920 Mr. Levy became associated 
with the Irving Drew Company, with 
whom he has had a most successful 
career. For ten years he was assistant 
to B. K. Farnham, eastern sales repre- 
sentative, and in 1982 he succeeded to 
that position. 


Ohio Leather Co. Develops 
Fiesta Shade 


New York—In view of the expected 
wide acceptance of color in women’s 
apparel for Spring and Summer, Ohio 
Leather Company has developed Fiesta 
Tan for use in shoes and accessories. 
According to a release by Miss Doris 
Beechman, fashion advisor for this 
company, the accessory picture is pre- 
dicted to be “a veritable pageant of 
gaiety. There has been, however, a de- 
mand for a new color not only to com- 
plement the costume for Spring but to 
follow through in importance for Sum- 
mer in footwear and accessories.” 

This color wave is directly traceable 
to the New York World’s Fair, the San 
Francisco Exposition and other na- 
tional events, according to Miss Beech- 
man, who says Fiesta Tan can be worn 
in all-over effects and in combination. 
This new shade will be available in 
Racer calf print, in alligator and Cha- 
mela for shoes and in smooth calf and 
reptile prints for bags, belts and gloves 
to complete the accessory tie-up. 


J. N. Connors with 
High Shoe Co. 


FARMINGTON, N. H.—Joseph N. Con- 
nors has resigned as superintendent of 
the H. O. Rondeau Shoe Co., Inc., to 
accept a similar position with the High 
Shoe Co. in Saco, Me. 

After making his announcement, Mr. 
Connors was handed a petitien signed 
by several hundred Rondeau employ- 
ees, asking him to reconsider. He ex- 
pressed appreciation of the loyalty, but 
said negotiations with the new employ- 


Mr. Connors, a native of Boston, has 
been connected with the Thomas G. 
Plant factories in Jamaica Plain, 
Mass., and shops in Lewiston, Me., and 
Derry, in this state. His son, Joseph 
Connors, Jr., is also a local shoe fac- 
tory superintendent. P 


New Shoes for the Navy 


SEATTLE, WASH.—Navy men are cur- 
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The knitted mesh that has a pleasing and attractive sense 
of proportion. It embodies all the necessary qualities which 


past and present experience has taught us is required. 
Full line of colors. 


Samples on request. 


J. EINSTEIN, INC. 


ONE PARK AVENUE NEW YORK CITY 


SALES BRANCHES BOSTON, MASS ; CINCINNATI, OHIO 








shoe to keep in shape. 


“Magic Carpet” 
write us. 


Sales: 223 W. Lake St., Chicago 


The “Magic Carpet” of Turnover... . 


Newflex Pigskin Innersoles carpet the shoes with com- 
fort. They fit snugly and do not crack. Naturally porous, 
they allow the foot to breathe and help both the foot and the 


Newflex Pigskins maintain this high standard of per- 
formance throughout the life of the shoe. It’s a convincing 
reason for buying the next pair Newflex carpeted. It’s your 
of turnover. 









Ask your manufacturer or 





Lyman P. Gutterson, 42 Lincoin St., Boston 
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pres aud of the new I. Miller “Store of Tomorrow” fl yes wwe pene en a 

cool, well-lighted Be atmosphere with a spacious and com arrange- 

ment of furniture and fixtures. Nine large windows at two sides of the shop 
provide ample natural illumination during the day. 


MiaMI Beacu, FLA.—The new I. Mil- 
ler “Store of Tomorrow” on Lincoln 
Road is offering something new in shoe 
merchandising. Realizing the tremen- 
dous importance of matching accesso- 
ries and making hat, hose, jewelry and 
other items tie-in with the shoe, a com- 
plete accessory shop has been created. 
The new shop, which occupies the site 
formerly occupied by the Lincoln- 
Zephyr salon, has a floor area of 50 
by 100 feet, with a mezzanine for of- 
fices. Two sides of the shop are of 
glass, formed by nine large windows. 
This provides plenty of daylight, so 
that the use of artificial light is seldom 
needed until late afternoon. A color 
scheme of peach and coral has been 
worked out with a green carpet which 
picks up the green in the fresco ceiling. 
Furniture is upholstered for the most 
part in soft pastels, in stripes and 
broken plaids, using a plentiful sprin- 
kling of yellow as color relief. 

An interesing innovation is the spe- 
cially designed mirrors, of which there 





are several scattered about. These are 
trilinear in shape and full length. One 
of these standing on the floor serves to 
create semi-private fitiing space, with 
three mirrors available to as many wo- 
men. Because they are full length a 
woman can judge her shoe in refer- 
ence to her entire outfit. Mrs. Mable 
Bartle, manager, says this has many 
advantages over the old type of foot 
mirror. One is that these mirrored 
sides reflect light. All through the shop 
there has been a plentiful use of mir- 
rors. 

Off to one side is the millinery de- 
partment, separated from shoes by a 
low rail. Jewelry occupies the center 
front of the store, with bags and hose, 
scarfs and belts to one side. That co- 
ordinating these items has been satis- 
factory from a volume standpoint, Mrs. 
Bartle points out that the first month 
they were introduced in the new store 
accessories amounted to 30 per cent of 
total sales. 

This Lincoln Road shop is the larg- 





est unit operated by the I. Miller Com- 
pany, and personnel of the store has 
been increased more than three times 
since the move was made into the larger 
building. 

Shoes this season are running largely 
to peek toes. This type is outstanding. 
Platform shoes are leading everything 
in popularity, particularly those with 
an illusion platform. Colors are very 
good and the indications are that they 
will increase in popularity. December 
was a heavy month for all-white, due 
to the influx of winter visitors, who im- 
mediately demand all-white shoes. Now 
there is a steadily increasing volume 
in colors and white with color. Still 
the all-white shoe is running about 80 
per cent of total sales; white with color 
trim is coming in on a 10 per cent vol- 
ume, with colors taking care of the 
remaining 10 per cent. Many of the 
shoes are showing a color contrast in 
the platform. An unusual shoe is shown 
with a pleated vamp. Spool heels and 
all sorts of fancy heels are active. In 
colors terra rose, a wine shade, has 
been very active, as has fuchsia. Blue 
and white has been an excellent com- 
bination. Kid and calf are both good 
and there is a tremendous following in 
the pastel kid lines. 





Wolack Named Crews-Beggs 


Shoe Buyer 


PuesLo, CoLto.— Joseph H. Wolack 
has assumed his new position as buyer 
of all shoes for the Crews-Beggs Dry 
Goods Co., here, to which he was re- 
cently appointed. 

For the past two years, Mr. Wolack 
has been buying and merchandising 
shoes in the basement department of 
the company as well as for the ready- 
to-wear, millinery and sundries depart- 
ments. His success in building these 
departments up to profit makers in two 
years time has earned him his new posi- 
tion as well as a reputation as a capable 
merchandiser. 

“Successful merchandising,” says Mr. 
Wolack, “depends upon the ability of a 
man to recognize any and all possibili- 
ties, however small, and, what is more 
important, to take advantage of them.” 
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Canadian Shoe Manufacturers 


Meet at Quebec 


MONTREAL, CAN.—Imposition of a | 
sales tax on duty-free merchandise | 
brought into Canada under tourist ex- | 
emption was recommended to the Fed- 
eral Government by the annual con- 
vention of the Canadian Shoe Manuv- 
facturers’ Association which opened at 
Quebec, February 6. 

A resolution adopted by the meeting 
asserted “large quantities of merchan- 
dise” were brought back to Canada free 
of duty by Canadians visiting the 
United States and other countries and 
their importations represented a “di- 
version of Canadian buying.” 

The tourist exemption was described 
as “discrimination in favor of pro- 
ducers and merchants in other coun- 
tries as sales tax is levied on sales in 
Canada of goods competitive with such 
imports.” 

Other resolutions called for duty- 
free admission to Canada of boot and 
shoe machinery built in the U. S. and 
imported on lease; reduction in the 
tariff on leathers not produced in 
Canada; removal of the sales tax on 
machinery and materials used ex- 
clusively in the manufacture of articles 
subject to the tax. 

Opposition was expressed by the 
meeting to any proposed modification 
of existing federal legislation govern- 
ing commercial debts to facilitate com- 
promise without bankruptcy. 

The annual dinner of the association 
held at which Hon. Onesime Gagnon, 


FAMOUS 


CROSSETT ‘5 


SHOES AT RETAIL 


are sold with profit and satisfaction by hundreds 
of retailers because they have been built to honest 


standards of value for fifty years .. . 


and are 


serviced promptly from a nationwide system of stock 
centers. Let the nearest Crossett distributor show 
you how Crossett values and service can improve 
your men’s shoe business. 


Made by 
CROSSETT 


DIVISION OF 
FARMINGTON SHOE 
COMPANY 


“the 
SETT 
ROS ei oe 


"MAKES LIFES WALK EASY”, 


TRADE MARK 


DOVER, N. H. 








Provincial Minister of Mines, Joseph 
Bilodeau, Minister of Trade, and Hon. 
Adelard Godbout, leader of Quebec’s 
Liberal party, were scheduled to address 
the manufacturers. 

Though the Canadian shoe industry 
had a “disappointing” year in 1938, the 
outlook for this year is “distinctly en- 
couraging” W. H. Brimblecombe of 
Toronto, stated in his presidential 
address. 

W. H. Brimblecombe, of Toronto, was 
reelected president of the Canadian 
Shoe Manufacturers’ Association. 
Louis Daoust, Montreal, and John 
Sheehy, Quebec, were reelected vice- 
presidents. The executive committee 
members, most of them reappointed, 
included the following: 

Western district, H. S. Leckie, Van- 
couver; Ontario district, S. E. Dack, 
Toronto; H. H. Knoll, Humberstone; 
H. L. McMurchy, Brampton; E. M. 
Sabiston, Perth; L. M. Savage, Preston; 
R. M. Scorggins, Galt; W. J. Sisman, 
Aurora; O. J. Smith, St. Jacobs; A. W. 
Thompson, Brampton; S. G. Underhill, 
Barrie; W. E. Weelfie and Irwin G. 
Greb (newly appointed), Kitchener. 
Montreal district, H. Bergeron, Rich- 
mond; H. Dufresne, St. Pie; J. A. Boi- 
vin (newly appointed), F. De L. Grande, 
E. Gibeau, G. G. Hedges, B. H. Lagre- 
nade, T. H. Lane, Antonio Lefaivre, 
Maurice Lachapelle, M. L. Packard and 
L. C. Van Geel, all of Montreal; and 
Joseph Papin, Contrecceeur. Quebec 
district, Georges Desautels (newly ap- 


pointed), St. Georges; M. Gilbert, Beau- 
ceville; John Hanna, Grand’Mere; H. 
Paradis, Ste. Marie de Beauce; Laurier 


Auger, Lucien Blondeau (newly ap- 
pointed), Paul Duchaine, Joseph E. 
Gagnon, H. V. Gale, all of Quebec. 


Trade Association 
Investigation 


WASHINGTON, D. C.— The Depart- 
ment of Commerce, which is currently 
attempting to placate business and sell 
industry on its newly-acquired Secre- 
tary, may invoke the subpoena power 
of the TNEC to require 15 per cent of 
the country’s trade associations to file 
returns with the Department as re- 
quested last September. 

Although the questionnaires were 
sent out to 2300 trade associations on 
September 26, only about 85 per cent 
of the associations have filed their re- 
turn, causing some concern among de- 
partmental officials as to what their 
course of action should be. . Under 
TNEC’s powers, the information can 
be subpoenaed by merely obtaining the 
approval of the anti-monopoly com- 
mittee’s subpoena committee. 

The data requested by the Depart- 
ment included information dealing 
with management and affiliation of each 
association; officers and composition of 
membership; scope of activities; asso- 
ciation personnel and outside organiza- 
tions employed; income and balance 


sheet data including details on dues 
and assessments; present and future 
contributions to the affiliated industry; 
and copies of by-laws, publications, an- 
nual reports and a list of members. 


Justin to Move to 
Larger Quarters 


Fort WortH, Texas—H. J. Justin 
& Sons, boot and shoe manufacturers 
in Fort Worth, will move to larger 
quarters on April 1. The company has 
leased a two-story brick building at 
Hemphill and Daggett Avenue in Fort 
Worth. The building will be renovated 
at a cost of $15,000 before the company 
moves in. Each machine in the plant 
will be individually motorized as part 
of the expansion program. The new 
plant will have twice as much space 
as the old one, which is located at 
Broadway and South Lake Streets, 
here. 


Richardson Named Kent 
Manager 


INDIANAPOLIS, IND.— Thomas Rich- 
ardson has succeeded Edward Haldy as 
manager of the Arthur Kent, Inc., shoe 
shop, 30 N. Penn St. 

Richardson had been associated with 
some of the leading shoe shops in the 
city before his connection with the 
Kent shop. 
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FOR SPRING SALES. 





v- 


TWO BIG NUMBERS FOR VOLUME BUYERS ONLY 
SENSATIONAL - DIFFERENT - SMART - APPEALING 


WOODEN SOLES THAT ARE CAREFULLY POLISHED TO PROTECT HOSIERY. 
ALL LEATHER UPPER STOCK WITH GUARANTEED NAILING. MADE TO FIT 
IN ATTRACTIVE COLOR COMBINATIONS. IN WHOLE SIZES ONLY. HYDE 
CLOGS BRING YOU NEW BUSINESS AND ADDED PROFITS. ORDER NOW 


$1.40 PAIR 
LESS 5% IO DAYS © 








Harry Deters Soon to 
Resume Duties 


Burrawo, N. Y.— Harry J. Deters, 
life member of the Buffalo Shoe Retail- 


Indianapolis Trade Shows 
Slight Gains 
INDIANAPOLIS, IND. — Retail trade 


here is adversely affected by inclement 
weather, although the total volume of 


by adverse weather 


heels are not so popular, but the con- 
ventional type heel is favored and by 
far more popular. 

Black patents are staging a come- 
back in women’s shoes, which, fash- 
ioned in all styles, readily tempt the 
discreet purchaser especially in open 
toes and heels for early Spring wear. 
Tans in all shades, colors and styles 
and the high heel are other Spring 
favorites. 

Skinner’s, Inc., are showing Japon- 
ica and Cranberry in misses’ fine foot- 
wear, in an attempt to create an early 
demand for Spring shoes. Patent 
leathers, however, are very good in 
sandal types, while heels are reported 
from one extreme to the other. 

Retail merchants, as a whole, are 
very well pleased with the new and 
smart styles of footwear for the coming 
season. 


Shoe Merchants’ Group Going 


Places, Doing Things 

New York—The Retail Shoe Mer- 
chants’ Association of New York held 
a regular business meeting Monday 
evening, February 6. 

Reports were given concerning the 
annual dinner to be held at the Cotton 
Club, Sunday evening, February 19. 
The response, measured by ticket sales, 
has surpassed even the most optimistic 
expectations. Nevertheless, a limited 
number of tickets are still available 
and reservations may be made by phon- 
ing “Doc” Dallek at Tremont 8-4687, 
or writing to 792 East Tremont Ave- 
nue, New York City. 

Happy to be a contributing factor in 
the war against infantile paralysis, the 
members of the association have do- 
nated 5 per cent of the sales made on 
January 26 to President Roosevelt’s 
Paralysis Fund. 

The Credit Union, the last of its 
kind to receive a charter from the state, 
will pay an annual dividend of 9 per 
cent to all stockholders. All shoe re- 
tailers may participate in it by the 
purchase of stock and the borrowing 
of money. 

Proposed chain store legislation will 
be discussed at the next meeting, Feb- 
ruary 20, at the Tremont Avenue ad- 
dress at 10 P. M. 


Heinmiller Leaves 
Brouwer Bros. 


Mitwavuxkez, Wis.—A. G. Heinmil- 
ler, president of the Milwaukee Adver- 
tising Club, has resigned as advertis- 
ing manager of the S. J. Brouwer Shoe 
Co. to take charge of advertising, cus- 
tomer analysis and market research 
for the American Paper Co., local 
wholesale paper firm. Mr. Heinmiller 
was associated with the Brouwer com- 
pany for ten years and was known to 
shoe retailers throughout the country 
by virtue of his serving as sales plan- 
ning and sales promotion consultant at 
the National Shoe Fair in Chicago. 
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Passage of Patman Bill Improbable 


[CONTINUED FROM PAGE 46] 


first nine stores will be tax exempt, Mr. Patman said 
that on a large number of stores in one state, the tax 
will be very small; but that after two years the tax 
will make it unprofitable for one concern to operate a 
large number of stores in more than one state. Local 
chains will not be seriously affected, he said. 

Enactment of the Federal chain store tax bill will not 
destroy one chain company but it will crack down and 
curb the greed of 15 or 20 interstate, absentee-owned 
chain concerns,” the Congressman declared. “Today 
there are about 1500 chain store companies in the 
United States. The average chain has 35 stores. Such 
a chain will pay so small a sum under this law that 
the owners will have no cause to complain. 

“Opposition to this bill is coming from the 1 per cent 
of chain store companies that are seeking complete con- 
trol of our national retail distribution. They seek the 
help of the other 99 per cent, but will destroy these if 
the law is not passed. 

“Consumers, workers and farmers will be helped by 
the passage of this bill. But there are two groups of 
people who claim the bill react harmfully; those who 
hog the nation’s most valuable privileges and those who 
are honest but have not thought this thing through.” 


Opposing Viewpoint Expressed 


To the argument advanced by Congressman Wright 
Patman that what this country needs is a good anti- 
chain store tax law, Congressman Emanuel Celler, spon- 
sor of a bill to repeal the Miller-Tydings resale price 
maintenance law, has retaliated with the contention that 
more “‘little fellows” are in business today than ever 
before, the number of chain stores are diminishing, and 
those remaining ought to be left alone to make what 
profits they can. 

Representative Celler characterized the Patman bill 
as a scheme advanced by special interests, who are un- 
able to meet chain competition successfully, to put 
chains out of business. He charged the Patman bill 
was unconstitutional, that it would throw millions out 
of work and lower the standard of living of 140,000,000 
people and that it would destroy 30 per cent of the mar- 
keting machinery of the American farmer. 

Mr. Celler denied that chains pay lower wages and 
work employees longer hours and insisted that the prac- 
tice of employing “loss leaders” are no more the prac- 
tice of chain stores than they are of the independent. 
Replying to Patman’s advocacy of the bill as a method 
for “keeping money within the community,” the New 
York Congressman said that a study by the Harvard 
Bureau of Business Research shows that when a con- 
sumer spends a dollar in an independent store, 81 cents 
leaves the community and that when identical merchan- 
dise is purchased in a chain store only 78 cents leaves. 




















| ead with the 


“TROMP” 
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ONCENTRATE on “TROMPS”, Beachcraft's 

Dutch clogs that are clicking all over the coun- 

. Made in Tulip shades for America's Hansels 

and Gretels. Natural, blue, red, green, rust, wine 

and white, with contrasting bindings. Whole and 
half sizes. Popular priced retailers. 


Your early order will mean prompt delivery. 
Beachcraft Sandal Co., Inc. 


SHOW ROOMS 
Marbridge Bidg., 47 West 34th St., New York City 


FACTORY 
10-12 Jones Street, New York City 
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SHOES FIT 
TOA as uf 


When you use 
the new 


MEASURE 


It gets the right size the first time— 
quick as a flash! Salesmen who use 
it make fewer trips to stock—sell 
faster—have more time to serve more 
customers. 

The speed and accuracy of this scien- 
tific mew measure create the cus- 
tomer’s important first impression that 
your salesman knows how to fit shoes 
well. Well fitted shoes contribute to 
customers’ health and comfort and win 
their loyal patronage. 





The only foot measure made and sold by the inventer of the Heel-to-Ball Fitting System. 
Send your order or write for more details. $8.50 each; two for $15. 


TIVE TALI Ba T 








— = 


5 star features of the T-SQUARE 
FOOT MEASURE: 
% T-square construction for precision. 
*% Measures length from heel to ball 
and from heel to toe. 


*% The spring tape measures depth at 
the ball of the foot and automatically 
gives the correct width. 


% Does double duty—it can measure 
both feet at the same time. 


*% Easier to use. The “T” Square 
goes around the foot, not under it. 











Stacy-Adams Elects Officers 


Brockton, Mass.— Stockholders of 
the Stacy-Adams Co., who held their 
sixty - fourth annual meeting here on 
February 7, elected officers and di- 
rectors, heard reports showing in- 
creased sales and a growing trend to- 
ward quality merchandise, accepted the 
treasurer’s report showing the company 
to be in a satisfactory position with no 
loans outstanding and approved a set- 
tlement with the estate of John Mc- 
Elaney, late treasurer of the company, 
providing for the retirement of his in- 
terest. Newly-elected officers and di- 
rectors are: 

President, B. Harrison Cort; vice- 
presidents, Carl H. Merrow and William 
H. Larkin; secretary-treasurer, Arthur 
F. Luce; assistant treasurer, Allen R. 
Nelson; directors, B. Harrison Cort, 
Carl H. Merrow, William H. Larkin, 
Arthur F. Luce and E. Vance Clark. 

Mr. Clark, new member of the board, 
takes the place vacated by the death of 
Mr. McElaney. He is vice-president of 
the Home National Bank of this city 


Treasurer Luce emphasizes that “no 
negative changes in our manufacturing 
or selling policies will be effected. Our 
business will continue with the same 
fidelity of purpose to manufacture ‘none 
but the best’ in men’s shoes that has 
characterized this concern for 64 years.” 


W. J. Jones Named 
Jones-Walsh Chairman 


Sr. Louis, Mo. — William J. Jones 
was elected chairman of the board and 
treasurer of the Jones-Walsh Shoe Co., 
manufacturers of women’s shoes, at the 
recent annual meeting of the company. 

J. L. Jones, one of the founders of 
the company, was reelected president, 
and other officers were named as fol- 
lows: Vice-presidents, Joseph Montfort 
and Harry R. Rogers; secretary, Henry 
C. Hughes; assistant secretary and 
treasurer, George T. Davis. 

Besides Messrs. J. L. and William J. 
Jones and Mr. Hughes, the board of di- 
rectors is composed of J. G. Jones and 
F. J. Pollnow. 


Cornell Shop Opened in South 


New Or.eaNns, La—Eugene Mon- 


Good Shoes, Sound 
Merchandising, Service 
[CONTINUED FROM PAGE 40] 


need a pair of sports or evening shoes. 

“Just one way has been found to be 
best, as far as the windows are con- 
cerned. Frequent changes, even daily 
complete trims, are essential. General 
displays do not sell shoes as well as 
does the featuring of one particular 
pattern or related patterns. An out- 
standing shoe is apt to be buried in a 
‘catalogue’ window display. Take that 
shoe, show many pairs in different posi- 
tions, in fact build a complete trim 
around it, then it will produce sales and 
favorable comments which will result 
ini sales of other merchandise. 

“After a sale has been made, whether 
it be for a single pair or a half dozen 
pairs, it pays to show some other en- 
tirely different type of merchandise. 
Even to the extreme of after selling a 
couple pairs of evening shoes to a 
patron, it pays to show this same per- 
son arch shoes, even though we know 
she does not need shoes of this char- 
acter at all. In the first place it graphi- 
cally illustrates the diversity of shoes in 
the stock, then someone in the family or 
acquaintances is bound to be in need of 
such a shoe. The foregoing, too, applies 
to anything unusual or novel which 
makes ‘news in shoes.’ 

“An organization or a shoe fitter can 
not be complimented for selling a pa- 
tron something that is asked for. To 
interest that person in something else, 
something which we know will be bene- 
ficial to our customer, that, to my mind, 
is the real meaning of good service and 
salesmanship. 

“We impress on ourselves that when 
a customer is not sold she must be 
treated with far greater courtesy, if 
possible, than if we were able to sat- 
isfy her at the moment. Repeat busi- 
ness, upon which every store depends 
far more for its ultimate success than 
most realize, is built solely on good will. 
And for that reason the motto of this 
store is ‘Never Miss a Patron, Even If 
a Sale is Missed.’” 


Open Shoes Sell in Seattle 


SEATTLE, Wash. — Black patent 
leathers, and open toes and heels were 
best-sellers in Seattle in January, 
whether the store sold low- or high- 
priced shoes. 


In the low-priced shoes, other mate- 
rials selling well were stretchable 
watersnake and lizard; other colors 
were blue and japonica. One store re- 
ported large sales of mesh shoes. 

Easily-sold high-priced shees were, 
besides the black patent leathers and 
open-heel open-toe models, perforated 
and smooth leathers, wines, japorticas, 
tans, and some blues. 

Of all shoes sold in one high-priced 
shop, 70 per cent had open hedls and 
toes. 
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> Soles of wood, cork, crepe and 


leather. 


> Uppers of woven fabrics, prints, 
sail cloth, and many tannages of 
leather. 


> Superior workmanship and fitting 
qualities. 
> Styles that sell—for both men and 


women. 


j > Priced to retail from $2.00 to 
$4.00. 


» “Airy-Tred" sandals can be 
a profitable part of your 
Spring and Summer business. 


Ask for our 1939 
NAUTICAL catalog. 


SWAN 


LIiM YLAN 


SHOE COMPANY 
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Thompson to Establish 
Own Firm 


ATLANTA, GA. — Oscar Thompson, 
head of the women’s shoe departments 
at Rich’s, Inc., is withdrawing on July 
1 to establish his own firm, which will 
be located on Peachtree Street directly 
across from the Davison-Paxon Com- 
pany, and within a few doors of the 
Byck Brothers shoe store. It is under- 
stood that the name of the new firm 
will be Thompson, Boland and Lee, Inc. 
For a number of years Mr. Thompson 
has been doing a gross business of 
considerably more than $1,000,000 a 
year at Rich’s and he is one of the 
best-known shoe department operators 
in the Southeast. 


Capezio on Trips to 
Pacific Coast 


New York — Salvatore Capezio is 
spending two months in California on 
a combination vacation and business 
trip. Mr. Capezio has had a highly in- 
teresting career as a distinguished de- 
signer of all kinds of theatrical shoes. 
He established his own shop in New 
York as long ago as 1887, and created 
historical, pageant and costume shoes 
for Metropolitan Opera stars and the 
Metropolitan Ballet. He personally 
served Anna Pavlowa, Caruso, the 
De Rezki Brothers, Alma Gluck, Ger- 
aldine Farrar, and hundreds of others. 
The great names on Broadway, in 
drama, comedy and musical presenta- 
tions, such as Ziegfeld, Dillingham, 
Hammerstein and Belasco, made this 
master craftsman their official shoe- 
maker. 

In latter years his business has be- 
come international, serving dancers, 


teachers, students and professionals 
throughout the country and abroad, 
with dance and costume shoes. A ver- 
itable list of “Who’s Who” in the dance 
field are Capezio customers. Mia Sla- 
venska and Leonide Massine of the 
Ballet Russe de Monte Carlo, Eleanor 
Powell, the Mordkin Ballet, Jane With- 
ers, Dixie Dunbar, Anne Miller, The 
Barrymores, Lupe Velez, MGM Broad- 
way Melodies, Chester Hale, Ray Bol- 
ger, Fanny Brice, Maurice Evans, Or- 
son Welles, and many others, arrange 
for Capezio to execute their individual 
footwear requirements. 

While on the Pacific Coast, Mr. Ca- 
pezio will consult with studios, teachers 
and professionals. 


Altman Bros. Double Capacity 


CINCINNATI, OHIO — By taking on 
additional floor space of the building 
they occupy at 1907 West Eighth 
Street, Altman Brothers Shoe Mfg. 
Company has doubled its capacity. 

Edward E. Altman, president, states 
that since they started operations a lit- 
tle over a year ago increased business 
has forced them to enlarge three times. 
Their newly - arranged factory set - up 
permits steady and efficient operations. 
In addition, an up-to-date stock depart- 
ment, sample room and executive offices 
have been installed. 


McBride Named Women’s 


Shoe Buyer 


ATLANTA, Ga.—J. S. McBride, until 
recently with Ivy-Keith in Greenville, 
S. C., is now in Atlanta, having taken 
the place as manager of Muse’s women’s 
shoe department left by W. W. Dickson, 
who resigned from Muse on January 1, 
this year. 





B. W. Childs Given Bon Voyage Dinner 


S. Childs, Inc., here, and 
voyage dinner at the 
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YOU CAN TALK ABOUT 


GETS AND HOLDS POLL-PARROT 
CUSTOMERS FOR YOU! < 





It’s what you have that others don’t have that 
builds a sound business. Poll-Parrots have 


plenty in their construction . 


.- workmanship, 


styling, price and quality. Of course, you want 
es 


worth talking about so wire or write 


for representative. 


LOOK AT THESE TWO LEADERS 
Smart? Yes! And their quality is built in. -not added on.. 


it’s more than 


A skin deep ..that’s what makes Poll-Parrot smart and long wearing. 
ROBERTS, JOHNSON & RAND 





Spring Selling Forges Abeed Despite Cold 


Chicago Merchants Emphasize Sentee in Shoe and Color 
Promotions—Black Patent Leads in Early Selling 


CuicaGo, ILL. — Despite snow, cold 
weather and icy streets, Chicago mer- 
chants continue to forge ahead with 
emphasis on Spring shoe and color pro- 
motions. Although the unfavorable 
weather slowed up the regular shoe 
business somewhat, it was a welcome 
and much-needed boon to the rubber 
and galosh business, with many mer- 
chants selling more in two days than 
they had sold all winter. 

One of the most interesting Spring 
color accessory promotions was that 
staged by Marshall Field and Company 
with Hermes colors—namely pink, blue 
and apricot. Hermes ‘is Field’s French 
leather man who formerly produced 
only gloves. The firm imported the 
same skins and had them made into 
shoes, bags, belts, and suede compacts. 
The colors have also been matched in 
scarfs, blouses, dresses, and flowers. 

Field’s is also placing special em- 
phasis on Rustillian as “the first color 
accessory of the year.” 

Although not featured in shoes, Car- 
son-Pirie-Scott and Company is playing 
up Topaz as a Spring color which in- 
cludes variations of yellow and gold. 
With dresses of this shade, black patent 
is used effectively as a shoe accent. 

Throughout the loop area black 
patent continues to lead in sales and 
promotions. Pleated patent is creating 
a lot of interest. 

Navy Blue is coming up unusually 
early as a strong color and is second 
in sales. Mandel Bros. showed con- 
fidence in this color as a strong sales 
puller by devoting all fashion windows 
to its promstion for a week in keeping 
with a store-wide theme “Every Day is 
Navy Day from Now Until the End of 
May.” One entire window was devoted 
to display of Navy shoes. 

Japonica is still a questionable shade 
here, although most merchants have a 
lot of confidence for it as soon as the 
weather improves. Many are continu- 
ing to classify shades of this version as 


rust or fresh earth. O’Connor & Gold- 
berg uses the name Japonica and have 
been playing it strong in the windows 
of their Costume Booterie. 

In several quarters, particularly the 
upper-price brackets, there are an in- 
creasing number of inquiries for wine 
which is expected to take fourth place 
in selling. 

Practically all of the shoes sold thus 
far have been with open toes and a 
good share with open heels. Platforms 
still get a certain amount of interest 
which is centered on the reduced 
version. Elasticized gabardine is also 
getting a lot of interest. 


Expect Large Attendance 
at Buffalo Show 


BuFFALo, N. Y.—Louis Rubin, chair- 
man of the committee which will stage 
the spring Style Shoe Show at the 
Hotel Statler, this city, March 5 and 
6, has been assured by Benjamin Et- 
kin, president of the Buffalo Retail 
Shoe Association, that he will lend 
every effort within his power to help 
make the affair a success. Mr. Etkin 
believes the show adds to the prestige 
of Buffalo as a convention city. 

“This year the prospects for a large 
attendance, both of exhibitors and 
their representatives, and of dealers 
from Buffalo and other parts of the 
state, look exceptionally bright,” said 
Mr. Rubin. “At no other show, have 
we received so many assurances of 
support. At every show we have held 
thus far, it is gratifying to note the 
number of retailers who return, show 
after show. That shows that this ex- 
hibit fills a definite need in the mer- 
chandising of shoes. 

“I think that the dates we have se- 
lected this year fit very nicely into 
Spring merchandising plans. The show 
will come approximately five weeks be- 
fore Easter and give retailers the op- 


Branch of International Shoe Co. 


ST. LOUIS, MO. 


portunity of filling out their stocks. 
This year, in my opinion, will be a 
‘style year’ in shoes. It will be new 
and appealing styles that will move 
the merchandise and so far nothing 
has served as a satisfactory substitute 
for seeing new styles through the re- 
tailers’ own eyes. 

“March 5 and 6 fall on Sunday and 
Monday. These dates will give out- 
of-town dealers the opportunity of 
coming to the city, spend the day visit- 
ing the various exhibits and return 
to their homes, if necessary, for the 
opening of the business week on Mon- 
day. Or they can stay over for the 
second day.” 


Marott Holds Successful 
Fund Ball 


INDIANAPOLIS, IND. — George J. 
Marott, owner of Marott’s Shoe Store, 
this city, recently sponsored an invita- 
tional ball at the Marott Hotel, here, 
in connection with the Presidential 
Birthday Balls held throughout the 
country, the proceeds from which went 
to the National Infantile Paralysis 
Fund at Washington, D. C. 

Mr. Marott personally defrayed all 
expenses for the successful affair which 
he sponsored and which was one of 
seven such affairs held in Indianapolis. 

Proceeds from this ball were divided 
as follows: 30 per cent to the National 
Infantile Paralysis Fund at Washing- 
ton, 30 per cent to the James Whitcomb 
Riley Hospital for Children in Indian- 
apolis, 30 per cent to the Indianapolis 
City Hospital and 10 per cent to the 
James E. Roberts School for Crippled 
Children. 


Kaplan to Open New Unit 


BALTIMORE, Mp.—J. D. Kaplan, who 
operates several stores under the trade 
name, The Shoe Mart, will add another 
link to his chain when he opens at 575 
N. Gay Street, on March 3. No im- 
provements will be made to the present 
front, but some alterations will be made 
to the interior. The new shoe store will 
be conducted under the name of Jay 
Dee. 








Women's Shoes 
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Flexible Sbiceas. 
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Soles and Heels 








LITHOX 
AND 

CORD 
A sole and heel material which 
is economical and long wearing 
Ne SPREAD, Ne CURL, Ne BULGE 

THE LITHOX CORP. 

WAPAKONETA, OHIO, U.S.A. 
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BOWLING SHOES 
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Winnick Leases Fort Worth 


Department 

Fort WortH, Texas—Jack Winnick, 
who was with Kline’s shoe department 
in St. Louis for six years, has leased 
the women’s shoe department at 
Meacham’s, Fourth and Houston 
Streets, Fort. Worth, and is now man- 
aging this department. The shoe de- 
partment at Meacham’s, which has al- 
been on the second floor, 


, was 
moved to the main floor when Mr. Win- 





nick took charge. The department now 
is modernistic to conform with the store 








Elected President 
Of Rice-O’ Neill 


St. Louis, Mo.—At a recent meeting 
of the Board of Directors of the Rice- 
O’Neill Shoe Company, L. J. O’Neill, 
formerly secretary and treasurer, was 
elected to the office of president and 
treasurer of the firm. Frank S. Rice, 




































L. J. O’NEILL 


who with Mr. O’Neill organized this 
company in 1925, had served as presi- 
dent until Mr. O’Neill’s appointment. 
Mr. Rice has retired from the company 
to devote his attention to other business 
interests. 

At this same board meeting, J. G. 
Jones, Jr., was elected vice - president 
and secretary. These officers in addition 
to Charles G. Cobb and W. V. Delahunt 
constitute the board of directors. 

Mr. O’Neill was one of the first or- 
ganizers of the St. Louis Shoe Manu- 
facturers’ Association. He served as 
its first secretary for the years of 1918 
and 1919. Late in the latter year he 
joined the John Meier Shoe Company. 
In 1925, he left to organize the Rice- 
O’Neill Shoe Company with Mr. Rice. 





Repeat Season on Slippers 


Denver, Coto.—March 1 is a good 
time to start featuring slippers again, 
according to M. Morger, Manager of 
the Nunn-Bush Shoe Store here. 

Finding that a great many people 
have received gift slippers for Christ- 
mas, Mr. Morger doesn’t waste much 
effort on this line between Jan. 1 and 
March 1. But after that he finds a 
good deal of slipper business can be 
developed by means of proper display 
and suggestive selling. The weather 
is still chilly at this time and people 
are spending a good many evenings at 
home. So naturally there’s a potential 
demand. 

The Spring slipper campaign is car- 
ried on by means of window and in- 
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Mrs. Day’s “IDEAL” 


These are little shoes, but they carry 
the biggest name in the baby shoe 
business — "Mrs. Day's ideal.” The 
reputation of this name is known to 
mothers of two generations and is 
@ prime asset to the many far- 
sighted children's shoe retailers who 
use Ideal Flexible Hard soles (3-8) 
as their juvenile foundation line. 
MRS. DAY’S 
IDEAL BABY 
SHOE CO. 
DANVERS, MASS. 









MRS. DAY'S 


FLEXIBLE sot: 











terior displays and suggestion to cus- 
tomers of all types. Slippers are given 
a conspicuous place near the front of 
the windows at ‘this season. They’re 
also shown on a slipper rack at the 
very front of the store. Suggestions. 
are made to men shoe customers and 
to women in to buy hosiery for their 
husbands. 


Beachcraft Appoints New 
Representatives in West 


New York—The Beachcraft Sandal’ 
Co., Inc., of this city, has appointed two: 
men to their sales staff to represent 
their line in the West. 

S. Wrobel, with headquarters at 201 
S. Catalina Street, Los Angeles, Calif., 
will cover California and Nevada; 
Dolph G. Hoyt will cover Washington,. 
Oregon, Montana, Wyoming, Utah, 
Idaho and Colorado and will make his 
headquarters at 22-11 30th Avenue,. 
Seattle, Wash. 


Rejoins Former Firm 


ATLANTA, GA.—It’s old home week at 
the Fifth Avenue Slipper Shop in At- 
lanta, where Sidney Sissleman has as 
his new assistant manager, M. L. Chap- 
man. Mr. Chapman was with the chain 
in Jacksonville, then resigned to work 
with another organization. He’s back 
with the old crowd ‘now, and likes 
Atlanta as much as Jacksonville. 
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Shoe Dealers! Add to your sale 


of genuine Kangaroo shoes. § While the 

supply lasts, the Kangaroo Association, 9th and 
Westmoreland Streets, Philadelphia, Penna., will send 

you, absolutely free, a handsome Pyra Glass Counter Sign, 
as illustrated. These signs are seven inches wide by five inches 
in height. § Build your sales with this reminder sign. Send the 
name of the shoe manufacturer from whom you purchase your 
Kangaroo shoes and the sign is yours gratis. Write for it today. 


GENUINE XGsegaroo TANNED IN AMERICA 


SURPASS 


y the 





Canadian Shoe Production 
Shows Loss for Year 


MONTREAL, CAN. — Canada’s total 
production of leather footwear in 1938 
amounted to 21,948,921 pairs compared 
with 24,108,688 in 1937, the Dominion 
Bureau of Statistics stated today in its 
annual report. Imports of leather foot- 
wear last year were 748,313 pairs 
valued at $1,169,052, compared with 
679,466 at $1,011,364 the previous year, 
while exports totaled 343,188 at $776,- 
672 against 341,841 at $805,594 in 1937. 


Assumes Management of 
Shoe Department 


GRAND IsLAND, Nes.— Jack Jones 
took over his duties as manager of the 
new shoe department in the Fashion 
Shop, North Platte, recently. Mr. Jones 
has been associated in the shoe business 
with Buck’s Booterie and the Brandeis 
store in Omaha, Neb. 


New San Angelo Shop Opened 


SAN ANGELO, Tex.—Stanley’s Slip- 
per Shop, featuring an exclusive line of 
women’s footwear with matching bags, 
formally opened here today at 126 So. 
Chadbourne Street. 

Harry Krist, formerly of here, but 
recently of Tyler and Amarillo where 
he conducted stores, is manager. Ethel 


Leffier will manage the millinery de- 
partment; Lucile Eckerman is in charge 
of bags and accessories; Elden Sim- 
mons is display manager. Edgar Rush- 
ing and Jesse Wilson as salesmen com- 
plete the personnel of Stanley’s. 





New Line of Pads 


the public in large space announce- 
ments in the principal newspapers and 
magazines. They are different in design, 
shape, texture and construction. In tests 
made ng technical laboratory, 


LEATHER COMPANY 


RICHARD YOUNG COMPANY 
ZIEGEL EISMAN COMPANY. 


Sales Tax Defeated 
in Philadelphia 

PHILADELPHIA, Pa.—The bill for a 3 
per cent sales tax in Philadelphia was 
defeated recently. Irving 8S. Feldman, 
president of the Independent Shoe Re- 
tailers’ Association of Philadelphia, 
was instrumental in influencing the 
City Council to prevent the passage of 
this bill. 

The Independent Shoe Retailers’ As- 
sociation was honored at a banquet 
held by the Philadelphia Merchants’ 
Association at the Bellevue-Stratford 
Hotel. Mr. Feldman represented the 
Independent Shoe Retailers at that 
banquet, and expressed his readiness 
always to be of service to his group. 


New Country Shoes 
Selling Well 


Boston, Mass. — Two interesting 
country-type shoes, sometimes known 
as “campus” types, have been built 
over a high-walled, rocker bottom last 
by the Curtis Shoe Company of Marl- 
boro, Mass., makers of men’s footwear. 
One is a seamless vamp pattern of 
smooth, luggage-tan leather with heavy 
crepe sole whose edges are stained a 
dark red. The second is of a darker 
shade of tan, of grained leather with 
wing-tip pattern, heavily pinked and 
punched, with a similar sole. These 
shoes, report officers of the company, 
have been well received by the trade. 
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CASH IN ON JoB LoTs 
of Nationally Known 
High Grade Women's Shoes 

for: 


Smash-hit sales 
Promotions 
Cancellation stores 
Outlet stores 

Every Pair Fresh, Perfect and Timely 


BARIS SHOE CO.., Inc. 
79-81 Reade St. New York City 











PO Oe ee ee ee ee ee 


Work Shoes 























Williams Manages Goldfeder 


Department 
VERNON, Texas—Max Williams, for- 
merly with the Popular Dry Goods 
Company, in Abilene, Texas, now is 
manager of the shoe department of 
es Store, at 1618 Main Street, 
re. 
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1939 Versions of Burdine’s 


Sunshine Fashions 


MiaMI, Fria. — “REVOLUTION 
AFOOT” said Burdine’s, when intro- 
ducing the new 1939 line of Sunshine 
Fashion shoes, “Burdine’s women’s 
shoes are revolutionary, not because of 
their fine quality and good looks, but 
because of the more important fact 
that they have consistently made Shoe 
Fashion History! Each year, begin- 








This attractive ad was used by Burdine’s 
to introduce the three latest additions 
to their Sunshine Fashion Sandal line. 


ning in 1935, we have to our credit 
one or more ORIGINAL SHOE IDEAS 
that have revolutionized women’s foot- 
wear fashions in America! The pur- 
pose of this is not to tell you how very 
alert, fashion wise we are. Rather 
it is to tell you that Burdine’s is a 
good place for women to buy SHOES. 
A’ good place because we have more 
SHOES to show you than any other 
store in Florida—and a good place be- 
cause this year Burdine’s has the 
newest and most exciting collection of 
SHOES we have ever shown. We pre- 
dict they will revolutionize Summer 
SHOE Fashions throughout America.” 
This is the gist of a page of advertis- 
ing introducing the new SUNSHINE 
FASHIONS. It is a fact that for 
some years past BURDINE’S has in- 
troduced as their Sunshine Fashion 
shoe certain types which later in the 
season received nation-wide acceptance. 
Here is the story of their “FIRSTS” 
as introduced for SUNSHINE FASH- 
IONS and all of which were exclusive 
with them for early showing. 

In 1935 they produced the lattice 
shoe, the first important open-toe shoe 
in the entire country. 

In 1936 they introduced the lace 
front resort shoe in all America. 

1937 brought out their Sunshine 
Fashion open back shoe, the first ex- 
citing open back resort shoes in shoe 
history. In 1938 Burdine’s gave to the 


The PROOF of 


Superiority 


is in the preference of to many 
leading manufacturers and re. 
tailers. This nap-sueded, aniline- 
dyed leather for all out-door foot- 
wear is available in 30 authentic 


Be sure you get RUFFIT. 
© 
SLATTERY BROS. 


TANNING COMPANY 


210 SOUTH ST. TANNERIES 
BOSTON, MASS. SALEM, MASS. 


colors. 











country platform sole shoes, the first 
platform resort shoes in America. They 
also introduced at this time the first 
open toe scientific comfort shoes ever 
made. 

The 1939 Sunshine Fashion line 
shows, not one, but three interesting 
shoes. The Madcap is a new sandal, 
with draped keg heel and leather scarf 
tie in front. It comes in a wide range 
of the new color chart and is priced 
at $18.95. 

Desparado is the name of a modified 
moccasin, with a band that swirls 
across the instep and decorates the 
keg-heel. It has a full platform sole. 
In both open and closed toe types; 
closed heel, all colors, including the 
new and popular Banana Peel, and 
priced at $16.95. 

The third in the group is Fantasy, 
quite feminine and dainty. The initial 
advertisement of this reported it to be 
“dainty to the point of Victorianism.” 
It has the new keg heel and the counter 
drapes over this and continues across 
the instep to tie in a smart bow. It is 
a $16.95 number. 

The new Arch Preservers are “as 
streamlined as a 1939 car” they say 
and offer many of the newest features 
in resort shoes,—the barrel heel, flexi- 
ble platform sole, open toe-open back 
and draperies. And the color range 
includes all the 1939 resort colors as 
offered in Burdine’s exclusive Sunshine 
Fashion chart. 
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Thee BROOKMIRE 
ECONOMIC SERVICE 


Descriptive booklet of Brookmire 
Services and sample Bulletins on 
investment, business and economic 
subjects will be mailed on request. 


Kindly address Department 39 


BROOKMIRE 
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551 Fifth Ave.. New York 
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Sixteen years’ continued use of “WANTED TO 
PURCHASE” space is the record for one of our ad- 
vertisers. 
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Shoe Departments Included 


in New Store 


New ORLEANS, La—Abbott & 
Barnes, credit clothiers, opened a new 
store at 1208 Canal Street, February 
10, featuring men’s and women’s shoe 
departments. Free souvenirs were 
given to everyone entering the store 
on opening day. 

Ray A. Abbott, who operates a simi- 
lar store in Baton Rouge, La., and Ben 
F. Barnes, for many years identified 
with credit clothing stores in New 
Orleans, are proprietors of the Abbott 
& Barnes establishment. 


J. L. Volin Opens Own Store in New ‘Seven 


Hamilton-Brown Names Two 
New Members to Board 


St. Louis, Mo.—Stockholders of the 
Hamilton- Brown Shoe Co., elected 
Joseph G. Louis, secretary, and John 
W. Lake members of the board of di- 
rectors, succeeding Luke E. Hart, for- 
mer president, and Alanson D. Brown, 
former chairman of the board and son 
of A. C. Brown, founder of the com- 
pany. All other directors were reelected, 
and they reelected all officers. 


New Haven, Conn.—John L. Volin, who for the past 15 years was shoe buyer for 
the Gamble-Desmond Company of this city, recently opened his own store at 86 
Center Street, here. This attractive women’s shoe shop is decorated in a color 
scheme of ivory in the wall shelves and side walls, decorated with a terra cotta 
trim. Carpeting and fitting chairs are of royal blue which contrast nicely with 
the lighter color. play windows are finished in the same color scheme as the 
interior and with a built-up platform and set-in, illuminated display panel, pro- 
vide for attractive displays of footwear. 


Opens New Store for 
Men and Boys 


New York—lIrving Pollack, formerly 
of the P & S Shoe Company, has 





opened his own store under the name 
of the Pollack Shoe Company at 114- 
116 West Broadway, this city. He will 
sell a complete line of footwear for 


men and boys. 

Associated with Mr. Pollack in his 
new store are his son, K. C. Pollack, 
and Donald Piscarello. 
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Flexible, Shape Retaining 
NURSES’ OXFORDS 
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New OSCO 
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Process 
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Wooden Sole Shoes 
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NEW DUTCH WOODEN SOLED 





“PUDDLE JUMPERS” 


Made in America 
The rage of all the leading 
girls’ colleges—yes, and the boys 
like them, too. 


Two tone effects — Japonica, 
brown, beige, natural or white 


leather tops on the Reece 
famous “PERFECT ROCKER” 
natural colored wood soles. 


“Comfortable as an old shoe— 
new as tomorrow !” 


Order Now for Prompt Deliveries 


REECE WOODEN SOLE SHOE co. 











New Women’s Shoe Depart- 
ment at Famous-Barr 


Sr. Louis, Mo.—Concentration of up- 
to-the-minute new styles in women’s 
shoes is the purpose of the beautiful 
new “Dianne Shoe Shoppe” opened by 
Famous-Barr department store in St. 
Louis, February 9. The new depart- 
ment has been removed from men’s and 
women’s regular sections by placing it 
on the Sixth Street balcony, where cus- 
tomers who are in search of evening 
slippers or something definitely in de- 
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mand at the season may find it without 
the bother of special stocks or displays. 

Ultra-modern basswood furnishings, 
individual chairs and a baseboard of 
ground mirrors are some of the out- 
standing features of the new section. 
Sales will be in charge of a fashion ex- 
pert, with a consultation office for ad- 
vising young women customers on the 
proper choice of formal and sport wear. 
A little later it is planned to ask in ad- 
visory counselors from leading high 
schools, Washington University, and 
social clubs to help in planning styles 
to be featured. 

Sales on the opening day were ex- 
cellent according to the management, 
with sabot straps, wooden soles, open- 
toe pumps and platform soles well rep- 
resented in requests. New colors, Japon- 
ica, cranberry, cherry, and delft blues 
were leaders in the color field. 

Medium prices will be featured ac- 
cording to present plans, and the Dianne 
Shoppe will make an exhaustive drive 
for college and high-school girl busi- 
ness. 


Falk’s Enlarge Shoe 
Department 


Boise, IpAHO—Falk’s shoe depart- 
ment, under the management of S. R. 
Mitchel, recently modernized and en- 
larged the sales department, which 
gives them additional space. This is 
strictly a women’s department, and the 
color harmony, display cases, and seat- 
ing arrangement were all planned to 
appeal to the feminine taste. 

Falk’s store was established in 1868 
by David and Nathan Falk, when the 
gold rush to the Boise Basin was at- 
tracting hundreds and all merchandise 
was hauled to Boise by team and 
wagon; when high-topped lace shoes, 
miners’ boots and farm brogues were 
the highlights of the shoe department. 

In 1903 occurred the deaths of 
the two original founders, and in 1916 
the third member of the firm retired 
and Leo J. Falk became president. 

Located on the corner of 8th and 
Main Streets, Boise, the original cor- 
ner on which the store was founded, 
the firm has enjoyed a steady increase 
in business, as is shown by the many 
expansions and remodeling jobs during 
the passing years. It is the oldest mer- 
cantile store in Boise and carries one 
of the largest stocks of women’s shoes 
and hose in the city. 


Install Foot Comfort 
Department 


Mr1aMI, Fita.—A complete Dr. Scholl’s 
foot comfort department has been in- 
stalled at the Mark Store. An expert 
from Dr. Scholl headquarters in Chi- 
cago is in charge. A feature of the 
department will be the pedo-graph 
prints made of stockinged feet of cus- 
tomers. Jerry Cole is head of the shoe 
department in the Mark Store and is 
highly enthusiastic over the possibili- 
ties of correct fitting as the result of 
this innovation. 








ELAMS 


PRE.WELTS 





_ healthful little shoes win 
for you the long line of sales 
that come with fitting children 
through their progressive stages 
of growth. 

IN 
STOCK 


SIZES 
2 to 8 








532—White Eik 
535—Black Elk 


530—Patent Leather 
531—Smoke Elk 


F.S. ELAM SHOE CO. 











Frank T. Bennett 


Boston, Mass.—Frank T. Bennett, 
one of the best-known traveling shoe 
salesmen in the New England terri- 
tory, died recently and was buried Feb- 
ruary 5 from his home in Arlington, 
Mass. He was 54 years of age and 
had been associated with Lane Bros., 
shoe wholesalers at 555 Atlantic Ave- 
nue, this city, since 1914 and, since 
1921, had represented them in Rhode 
Island and eastern Connecticut. 

Mr. Bennett, who had a wide circle 
of friends not only in the ranks of the 
travelers but in the retail trade, as 
well, was a former junior vice-com- 
mander of Arlington Post No. 39, 
American Legion, and had been a mem- 
ber of the Boston Shoe Travelers’ As- 
sociation for many years. He is sur- 
vived by three brothers and three 
sisters. 





Fred A. Hollis 


Hates CoRNERS, Wis.—Fred A. Hol- 
lis, 69, associated with the shoe indus- 
try in Milwaukee county for 25 years, 
died February 1 at his home near here. 
A native of Marlboro, Mass., Mr. Hol- 
lis came to Milwaukee as an employee 
of the old Bradley, Metcalfe & Edmund 
Shoe Co. Later he became an indepen- 
dent salesman and jobber of shoe 
equipment and machinery. He is sur- 
vived by his wife and three daughters. 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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SELL THOSE WINDOW SHOPPERS 


























SPRING PRICE TICKETS 


Imprinted Prices on Colorful Seasonal Designs 


we” BZ s 7 Doo y/ 
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“K" — Fuchsia and “Cc” White beard. “I” Shell pink “K” White beard. “V" White beard. 
green on white back- Design in bright beard. Design in Design in light blue Design in green and 
’ blue. purple and yellew. and yellow. yellow. 


S MOdNI A 


Colorful price tickets in The size—1'2” x 2%” —is 
the her _ denomi- 5 Dozen large —— .“ soa es 
nations wi up your eye, and small eno 

displays, and make selling $1.10 give the shoe prominence. 
easier. Blank tickets, show- The tickets are attached 
ing the design only, are 12 Dozen neatly to any part of the 
also available. S 9 00 shoe with our Price Ticket 
We have in stock a com- Clips which are priced at 
plete selection of designs $4.00 per grose—$2.25 per 


and color combinations. half gross. 


WINDOW S 
Z AW d 





ZHI 


We will send a circular showing actual samples, at your request. 
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* CHICAGO, ILLINOIS 





WRITE FOR DETAILS OF OUR ANNUAL SHOW CARD SERVICE 


COLORFUL AND EFFECTIVE SERVICE | MONTHLY | CARDS HoLDEeRs | tickets 
SHOW CARD AND PRICE TICKET 
SERVICE ... New and seasonal dis- No. | $5.00 12 6 


No. 2 4.00 8 “ 














No. 3 3.00 6 2 





No. 4 2.25 4 
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Celebrates Double 


Anniversary 
New YorK—Phil Butt of the sales 
department of the Diamond Shoe Co., 


PHIL BUTT 


139 Duane Street, here, recently cele- 
brated his 35th anniversary as a mem- 
ber of that division with a trip to 
Miami, Fla., with Mrs. Butt. The trip 
was also in celebration of the 36th 
wedding anniversary of Mr. and Mrs. 
Butt which occurs on February 22. 


Modern Department in 
New Orleans Store 


New ORLEANS, La.—The Frank 
Rubenstein Stores corporation, opera- 
tor of 31 women’s ready-to-wear stores 
in principal cities of the South and 
Southwest, on February 10 opened a 
new and ultra-modern store at 1101 
Canal Street on the site of Rubenstein’s 
first store, opened in 1923. Among 
its principal departments are the wo- 
men’s shoe department on the first floor 
and the children’s shoe section on the 
third floor. 

The structure has been almost en- 
tirely rebuilt and each of the four 
floors is modernistically decorated with 
diffused lighting and harmonious color 
schemes. It will be air-conditioned the 
year around. 

Albert Rubenstein, son of the founder, 
is president of the Rubenstein organ- 
ization, which operates three stores in 
New Orleans. L. M. Kahn, who has 
been in the women’s apparel trade for 
20 years and has been connected in 
executive capacities with large insti- 
tutions of a similar type in Chicago 
and in Kansas City, is manager of the 
new store. 

Color scheme of the ground floor, in- 
cluding the women’s shoe department, 
is coral peach. Flowers were present- 
ed to every woman attending the open- 
ing and as a “housewarming” attrac- 
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TWO NEW EASY GOING 
Winthrop Slacks 


Flexible 
Boot 
Back 


Advertised 
in Esquire 


IN-STOCK 
3065—Buffwood Saddle and Brown British Grain 
3085—Buffwood Saddle 
A 8-12, B 7-12, C 6-12, D 6-12..... 


Terms 5%—30 Days, f.o.b. St. Louis 


WINTHROP SHOE COMPANY 


DIVISION OF 
ST. LOUIS 


INTERNATIONAL SHOE CO. 


MISSOURI 





tion a sale of specially priced shoes was 
staged. Patents, gabardines and 
leathers were available in combinations, 
black, navy, japonica and white. An 
overnight bag was given without extra 
cost with each shoe purchase. 


Campbell Joins Chicago 
Shoe Travelers 


Cuicaco, ILL. — Phil W. Campbell, 
who represents E. E. Taylor Corp., has 
just joined the Chicago Shoe Travelers. 
In addition to traveling the city of Chi- 
cago, Mr. Campbell also calls on the 
trade in northern Illinois, Wisconsin, 
Minnesota, Iowa and Nebraska. His 
home is in Lincoln, Neb. 


Looks for Good Easter 


Business 


CLEVELAND, OHIO—J. V. Murphy, 
manager of the women’s shoe depart- 
ment of the Higbee Company, Cleve- 
land, looks for real activity during the 
months of February and March with 
the pace quickening toward Easter 
time. Colors in greatest demand this 
Spring, he feels, will be patent, blue 
and wine, with tans opening up just 
before Easter. 

Materials most favored are draped 
kids in blue tones, patents in all colors 
and calfskins in lighter tans. 

Types of footwear predicted are 
stepin pumps and elasticized shoes all 
the way up to Easter. 
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escaped » Wer he 


WANTED TO PURCHASE BUSINESS OPPORTUNITY 


ARE interested in buying shoe stores. ag 


middie West or Bast, Address 16s, care Boot 
Street, New. 


& Shoe Recorder, 239 West 39th 
York, N. Y. 

















LARGE responsible shoe manufacturer unable 
rol Kh Ey -* 
securing con ‘actory : “i 
England making $1.98 ladies’ shoes on cement HAVING dissolved partnership with C. E. 
process. Buying outright or affiliating finan- Lane in Leaksville Shoe Store, Leaksville, 
cially. Please reply stating number cases now N. C., I will no be for 
making daily, also other debts made 


longer any 
om, 2 Address under the above firm name. L. O. 

$127, care & Shoe Recorder, 239 West Burton. 
39th Street, New York, N. Y. 
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LINE WANTED 


youNs man with accounts in Ark. La., America’s on Chain 


on and Tenn. desires popular priced shoe Store Type Shoe Mat Service 
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make deliveries; Available to Just 25 Progressive Shoe Merchants 


unable 
drawing accoun cxpeees. Monroe Festinger, 
120 Arachita Ave., Hot Springs, Ark. WOMEN’S SHOES ONLY! 


Full Ade and Single Shoes 
3 WRITE OR WIRE FOR SAMPLES AND PRICES 
GOS Mes waged tor Cine end ie. CHAIN STORE MAT SERVICE 
is. Sam Stein, 3114 Warren Blvd., 1% — 
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Buyers of Surplus Stocks 
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QUANTITY HO OBJECT 

Feith good f Lg Seon, be ing HELP WANTED KIRSCH-BLACHER CO., Inc. 
volume iness. When answering state age, 106 Duane St. New York 


references, and if emoloyed at present. Krischer, 
. 20 N. 4th St. Phila., Pa. 


h only. Address $1 care 
Boot & Shoe, Recorder, 239 West 39th Street, New York, N. ¥. 
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WANTED: Buyer and manager for high grade 
men’s and women’s shoes for 








i, speed Se sg sad sunny. | | SHOE STOCKS BOUGHT 
29 West 39th Strect, New York Cty. 
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Business Conditions Show 
Marked Improvement 


WasHINcTON, D. C.—A review of the 
current business situation issued by the 
Chamber of Commerce of the United 
States, recently, held that gains made 
in the later months of 1938 appear to 
have been held in January, and in some 
directions new progress has been made. 
The net results in business conditions 
during January, therefore, augur well 
for the following months. 

January is always a month of mixed 
tendencies. In some fields, it is nor- 
mally a period of declining operations. 
In others it is usually a period of in- 
creasing activity. The checks which 
¢an now be made show that where in- 
¢crease has been customary there has 
usually been increase during January, 
1939, and that where decreases are nor- 
mal, they have frequently been on a 
smaller scale than usual. 

Of course, comparisons of January, 
1939, with January, 1938, are favor- 
able. Comprehensive data for con- 
struction of indices are still lacking, 
but general indicators make it plain 
that the level of industrial production 
during the first month of this year has 
been very well over the level for Jan- 
uary, 1938. 

As is to be expected, some of the 
general indicators make it plain that 
there is much variance among the parts 
of the country. Geographically, the 
most favorable comparisons of activi- 
ties in January this year with activities 
in January of last year were in East- 
ern, Southeastern, and Northern Cen- 
tral regions. The least favorable were 
in the Southwestern and Western 
regions. 

There are evidences, too, that pro- 
duction in many lines is sustained by 
orders for immediate shipment of 
goods. Stocks are obviously low, with 
requirements of customers quickly re- 
flected in orders from producers. 

In the early part of the Fall, im- 
provement in the United States per- 
sisted in the face of daily threats of 
war in Europe. During January there 


has again been persistence of strength 
in the general business. situation, .de- 
spite more threats abroad of interna- 
tional disturbance on a large scale. 
Such persistence can be accepted only 
as evidence of a strength in the cur- 
rent situation that should assure con- 
tinuation of improvement, if new 
domestic handicaps are not imposed. 

Exports have held up well in the 
face of threatened disruptions abroad 
in international relations. For the year 
of 1938 it now seems the physical vol- 
ume of our exports was as large as the 
year before, although lower prices made 
a difference of 7 per cent in dollar 
value. At the end of the year exports 
were increasing. 


Pre-Season Whites 
Good in St. Louis 


Sr. Louis, Mo.—Early January sales 
of whites are encouraging, according 
to R. C. Podesta, buyer for the Scruggs- 
Vandervoort-Barney shoe department, 
St. Louis. The department makes an 
annual custom of featuring seasonal 
Summer wear as indorsed by Florida 
and Bermuda resorts during the cold- 
est days of January, both in windows 
and in the department proper. Adver- 
tising plays up the “Going South” 
motif strongly, both because many resi- 
dents make trips to the Gulf of Mex- 
ico, and because Mr. Podesta has found 
that this type of reference to warm 
weather footwear keeps his customérs 
interested in new styles, thereby build- 
ing business far in advance. White 
bucks, crepe soles, and saddle uppers 
are the whole picture so far, accord- 
ing to requests turned in, with plenty 
of indications that wooden soles will 
be likewise popular for Summer. 

Boyd-Richardson’s men’s shoes de- 
partment likewise reports a trend for 
crepe and wooden soles, with saddles 
predominant. The store is making a 
determined pull to get Summer resort 
fishermen and vacationers to buy in 
St. Louis, or their home stores at 
least, before departing. Two windows 
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MERCHANTS’ NEEDS 








ANDERSON 


$ SIZES FIT ALL SHOBS 
Send for 30-day Trial pair. 
Artiagtes, NM. J. 





will be used throughout March for this 
purpose. Chamber of Commerce fig- 
ures show that some 2700 sportsmen 
leave the city during January for the 
South, and Boyd’s is attempting to get 
this market open. 

Mr. Podesta, incidentally, was dis- 
trict manager for Hanan & Baker for 
26 years before taking his present posi- 
tion with Scruggs-Vandervoort-Barney 
last October. 


Shoe Factory Damaged by Fire 


MIDDLEBORO, Mass.—Fire and water 
damage estimated at $4,000 was caused 
at the plant of Alberts Shoe Company 
in Cambridge Street, recently. 

The blaze is believed to have started 
on the first floor of the three-story 
building over the boiler room. It 
worked its way upwards and through 
the roof before brought under control. 

Fire damage was estimated at $500, 
but during the blaze a sprinkler sys- 
tem let go throughout the factory and 
caused heavy damage to stock and 
shoes already made. It is said the $4,000 
figure would probably cover the entire 
loss. 
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FROM CALIFORNIA 


Heigh, Ho, come to the Fair! 
Naturally we have a certain local 
pride in OUR fair and feel we should 
put in an extra plug for it, but we 
think everyone who can should go to 
both (especially us). We are going 
to begin by going to San Francisco 
next week, donning a pair of Cool-ees 
(advt.) and tramping firmly through 
EVERYTHING. 


* > * 


Seriously, we think Cool-ees will be 
life-savers on this junket. You can’t 
absorb culture when your feet hurt 
and certainly you can’t have fun. An- 
other thing is that Cool-ees are so 
style-right for the clothes people are 
going to wear a-fairing. The feeling 
here and in the East seems to be that 
costumes will be casual . . . in keep- 
ing with the informal atmosphere of 
Long Island and Treasure Island. 
Simple suits and tweeds in San Fran- 
cisco; cool fabrics, even cottons in 
New York later on . . . such clothes 
find their perfect complements in 
Cool-ees. 


We should think you dealers could 
do a lot of business on Cool-ees for 
the Fairs. Later on we'll have some 
suggestions about the proper shoes to 
wear to New York and San Francisco 
during the hot weather . .. to say 
nothing of the proper bags to match 

. and right now we're making up 
a searf sandal (the scarf is printed 
with a map of San Francisco and the 
Bay region) to go with a World's 
Fair dress made by a Los Angeles 
manufacturer. 
+ * + 


By the way . . . this column will run 
in this spot every month, and we are 
going to try to keep it filled with new 
ideas on style and color, promotional 
plans and suggestions and the like. 
We should enjoy hearing from you if 
you like it and if it helps. If you 
don’t like it . . . don’t write . 


@ Inc. 


35 NORTH VERNGN, PASADENA, CALIFORNIA 


G1) MARBRINGE BUILDING, NEW YORK CITY 
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BOOTS AND SHOES 


BEACHCRAFT SANDAL CO. INC., New York City 
BROOKS SHOE MFG. CO., Philadelphia, Pa. ............................ 
BROWN SHOE COMPANY, St. Louis, Mo. 
COLT-CROMWELL CO., INC., Stoughton, Mass 
CURTIS-STEPHENS-EMBRY CO., a Reading, Pa. 
DANVERS SHOE CO., Manchester, N: 
EASTERN FOOTWEAR CORP., Dolgeville, N. Y. 
ELAM, F. S., SHOE CO., Rochester, N. Y. 
ENDICOTT.JOHNSON CORP., Endicott, N. Y. 
FARMINGTON SHOE CO., Dover, N. H 
GOODWILL SHOE COMPANY, Holliston, Mass. 
GREEN SHOE MFC. CO., Boston, Mass. ............. 2... cccccceceees Back Cover 
HAMILTON-BROWN SHOE CO., St. Lowis, Mo. .................-.-20005- 42, 43 
HOOD RUBBER CO., INC., Watertown, Mass. 
HYDE, A. R., & SONS CO., Cambridge, Mass. ..................-. cece ceeeeees 
JOYCE, INC., Pasadena, Cal. 
KEITH, GEORGE E., CO., Brockton, Mass. 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind. 
MRS. DAY’S IDEAL BABY SHOE CO., Danvers, Mass 
NATURAL BRIDGE SHOEMAKERS, Lynchburg, Va. 
OWENS SHOE CO., Salem, Mass. 
RASMUSSEN SHOE CORP., Westboro, Mass. 
REECE WOODEN SOLE SHOE CO., Columbus, Neb. ......................... 
ROBERTS, JOHNSON & RAND, St. Louis, Mo. 
SAKS, M. J., SHOE CORP., New York City 
SELBY SHOE COMPANY, THE, Portsmouth, O. ...................... Fron’ Cover 
SWAN SHOE COMPANY, Baltimore, Md. 60 
VITALITY SHOE COMPANY, St. Louis, Mo 
WATERBURY, S., & SON CO., Brooklyn, N. Y. ................ccccccee ceeee 65 
WINTHROP SHOE COMPANY, St. Louis, Mo 


LEATHER AND OTHER MATERIALS 


ALLIED KID CO., New York, Boston, Philadelphia 

COLONIAL TANNING COMPANY, Boston, Mass. 

EINSTEIN, J.. INC.. New York City 

ENGLAND-WALTON DIV. OF A. C. LAWRENCE CO., Boston, Mass......... 
GUTMANN & CO., Chicago, II] 

HUBSCHMAN, E., & SONS., INC., Philadelphia, Pa. 

KIEFER, EDGAR S., Tanning Co., Chicago, I 

KISTLER LEATHER CO., Boston, Mass. 

LEVOR, G., & CO., INC., Gloversville and New York City 

RICHARD YOUNG CO., New York City 

SLATTERY BROS. TANNING CO., Boston, Mass. 

SUMP AOS Maem ere CO, Piadaleiiin, Pa. 2... ccs ccccccccccccte ccs ccsssces 
ZEIGEL EISMAN CO., Boston, Mass. 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


BECKWITH MANUFACTURING CO., Dover, N. H. 

DU PONT, E. 1, DE NEMOURS & CO., INC., Arlington, N. J 
EVERETT & BARRON CO., Providence, R. I 
INTERNATIONAL BRAID COMPANY, Providence, R. I. 
LIMA CORD SOLE & HEEL CO., Lima, O 


LITHOX CORP., THE, Wapakoneta, 0. 

SPAULDING FIBRE CO., No. Rochester, N. H. 

UNITED LAST COMPANY, Boston, Mass. .............-.-0-0seeeeeeeeeeeees 8, 9 
UNITED SHOE MACHINERY CORP., Boston, Mass. ...................... 48, 67 


STORE EQUIPMENT AND FINDINGS 


ANDERSON, A. R., & CO., Arlington, N. J 
BROWN, CHARLES HENRY, & SON, INC., New York City 
MOHAWK CARPET MILLS, New York City 


ee 


BARIS SHOE COMPANY, New York C 

BROOKMIRE ECONOMIC SERVICE, New York City 
IRVIN RUBIN, New York City 

KIRSCH-BLACHER CO., INC. New York City 
POLACHEK, Z. H., New York City 
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HERE IS MESH, light as stardust, beld firmly and forever to a platform sole with Compo 
Adhesive. Here is the sleek silhouette, the smooth trim lines which are distinctive 
characteristics of every Compo Shoe. Impossible to conceive such a shoe in the day 


of older manufacturing methods! But the way of making shoes bas changed — and 


the change bas brought a new gayety and freedom in shoes of every type. 


COMPO SHOE MACHINERY CORPORATION, Boston, Mass. 





